ARTISAN 








Can 
you 


think 

ofa 

single 

application 
for 

which 
a. there uy 
orl and cooled furnace isn’t ay i bibs iar 


for oil and coal-fired furnaces and 


precision-made ~~ ~ 


FELD DRAFT CONTROL 


Field RAA-RNA: 6” and 6-7” 
for space heaters, ranges and 
furnaces 


FIELD CONTROL DIVISION 
H. D. Conkey & Company, Mendota, It. 


{ Conco Building Products, Inc. - Brick, Tile, Stone 
AFFILIATES | Conco Materials Handling Div. + Cranes, Hoists 


~~ Represented in Canada by 
Ontor Limited, 12 Leswyn Road Toronto 19, Ont., Canada 
Field SA-SNA: 6” and 6-7” for space 


heaters, ranges and furnaces 





Field MG1: 7” and 8”, double-acting for 
lower input commercial gas-fired fur- 
naces and boilers with 6” thru 9” flues. 


Field M+MGz2: Field 6” Incinerator Control: 
10” thru 32”, a triple-fuel control for oil, Pred For fuel-less and gas-fired in- 
gas, oil-gas and solid-fuel furnaces and ~ a cinerators 
boilers f ‘ 








Results 
speak for themselves! 
I'm sold on 


-NORRIS 
DABILIT Y 


**Like most furnace dealers, I’ve 
been exposed to a lot of fancy 
furnace valves and controls, but 
in the long run I've found 
that you’ve got to have 
dependable performance as well. 
That’s what has built my 
customers’ confidence in me and 
made my business a success. 
Pve used McQuay-Norris 
valves for years because 
I can rely on them!” 


Features .. 


Time Tested by leading manufacturers 

AGA and UL listed for use with natural, manufactured 
and liquid petroleum gases 

Soft-seat valve with positive seal 

Fail-safe—spring pressure always closes the valve 
Operates in any position 

Resists corrosion, stands up under extremes of 
temperature 

Stainless steel working parts, special analysis 


aluminum die casting in valve body, soft seat of 
special formula Buna N 


bag) 
yay 


Manufacturing Company « St. Louis 10, Mo. 


48 YEARS IN THE MANUFACTURE OF PRECISION PRODUCTS. 
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With Mueller Climatrol Oil Heat 


yeu save 
assembly 


TYPE 217 HIGHBOY 


we for NLOW Mueller Climatrol ships oil-fired equipment 
completely assembled! You realize substantial savings on labor — 
you pocket longer profits. Mueller Climatrol SUBURBANAIRE® 
also gives you more to sell: All-welded drum and radiator heat 
exchanger. Pressure-atomizing burner. Quiet blower. Handsome, 
compact highboy, lowboy, horizontal, and counterflow models — 


all convertible to gas. For extra profits, you can add cooling. 
SELL SUBURBANAIRE! 


What’s Mueller Climatrol got up its sleeve for '597 


Preview of all-new, excitingly different products to put Mueller Climatrol 
dealers in a class by themselves in competing for sales and profits in 1959. 


See them on display in Booths 102-106-108-110 


14th International Heating 
and Air Conditioning Exposition 


e Convention Hall — Philadelphia 
January 26-29, 1959 TYPE 219 LOWBOY 
ie er ima @ DIVISION OF WORTHINGTON CorP. 


2030 W. Oklahoma Ave., Milwaukee 1, Wis. 


IN ALHAMBRA, CALIFORNIA: 1024 WESTMINSTER AVENUE IN TORONTO, CANADA: 2490 BLOOR STREET WEST 
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Thumbing Through 
This Month's Artisan 


. we find “he 
late Guy Voorhees’ last con- 
tribution to the warm air 
heating industry, a timely and 
analytical article, Size Fur- 
nace to Handle Makeup Air 
Load. We consider the fac- 
tors which create the need 
for introducing ventilation 
and combustion air into mod- 
ern tightly-built houses, and 
we apply recommendations 
and facts gathered from far- 
flung sources and woven 
into a pattern for calculating 
intake duct sizes and capac- 
ities, additional heat loads 
and other factors which go 
into designing well-balanced 
winter air conditioning sys- 
tems. 


Progress 


. we verify 
the importance of contractors’ 
skills to all types of indus- 
tries in an account of how 
Sheet Metal Plays Pioneer 
Role in First Automatic Cast- 
ing Line. We tour a foundry 
which has discovered a meth- 
od of continuous casting 
which represents a long step 
forward in its field. We see, 
in the volume of specially 
fabricated sheet metal hoods, 
housings, pans, hoppers, mull- 
ers, etc. along the casting 
line, that this new develop- 
ment owes its existence 
largely to the know-how of 
the sheet metal contractor. 


Service 


. and we make | 


the rounds with a dealer- 
contractor whose Double- 
Check Service Contract Piles 
Up Modernization Leads. We 
look over a_ twice-a-season 
inspection and adjustment 


contract which calls for aj 


cleaning, adjustment and 
trouble-shooting call just be- 


MAID-O'-MIST 


CONVECTOR 


HUMIDIFIERS 


give you 9 sizes! Simple to install . . . for 
conventional and counterflow warm air furnaces 


Renewal Kits 
eliminate 

service calls 
Contain 4 replacement 
evaporator pads, 1 


valve stem and float 
arm. 


3217 NORTH PULASKI ROAD 
CHICAGO 4I, ILLINOIS 


Individual water 
troughs give 30% 
more evaporation 
area spaced to al 
low unrestricted air 
flow! Perfect for the 
small plenums of 
modern warm air 
furnaces 
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fore the heating season and 
another in January or Febru- 
ary. We find that this agree- 
ment produces modernization 
sales by building service cus- 
tomers’ confidence in the 
company's ability to keep 
their systems operating effi- 
ciently, and giving company 
representatives more opportu- 
nities to plant modernization 
ideas in their service cus- 
tomers’ minds. We observe 
the direct mail promotion of 
the contract, the inspection 
and service procedures and 
the follow-up techniques 
which add up to snowballing 
sales leads. 


Design 


. and we visit 
an old house with a hot water 
heating system with a dealer- 
contractor whose Complete 
Survey Sets the Stage for Inde- 
pendent Cooling System and 
points the way to economical 
and efficient summer comfort 
in a residence which was 
built before air distribution 
problems were being con- 
sidered by builders. We fol- 
low the case history from the 
voluntary survey, in which 
the latent load, heat gain, 
power problems and _struc- 
tural details are analyzed, to 
the follow-up visit with ‘the 
prospects in which the dealer- 
contractor's recommendations 
for summer air conditioning 
are offered and accepted. 


Adequate Roof Drainage 
A Must — RDMI 


RECENTLY I received a letter 
from the Roof Drainage 
Manufacturers Institute which 
pointed out that any practice 
which plans roof drainage at 
certain points in a house and 
neglects other areas does not 
accomplish the real purpose 
of providing adequate water 
drainage from the roof and 
away from the house. The 
RDMI recommends that all 
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PPER™ CARTONS 


HANDIEST WAY TO BUY AND STORE 
16 0Z. ROOFING COPPER! 


Now you can get bright, clean 16-0z. Chase roll 
copper in the most convenient package ever 
offered! All standard widths from 6 inches to 
20 inches are individually packaged in strong, 
compact, practical containers that are a cinch 
to handle and store. You can get the new con- 
tainers of 16-0z. roll copper in 500-pound 
crates or on 2000-pound skids. 


And, of course, the roll copper is standard 
Chase top-quality! Perfectly uniform in tem- 


per and gauge. Bright, clean, with a smooth, 
even surface. 


Call the Chase warehouse 
near you for fast delivery. 


Chase. 


BRASS & COPPER CO. 
WATERBURY 20, CONN. 
Subsidiary of 
Kennecott Copper Cerporation 
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LOOK AT THESE ADVANTAGES! 


SAFE, EASY HANDLING—recessed ends protect fingers. 
Cylindrical shape can be rolled easily. 


EASILY STORED—Container is extremely compact. 


SIMPLIFIES INVENTORY—All the information you need 
is printed in B-I-G lettering. 


PROTECTS CONTENTS FROM DAMAGE—Edges of coil 
kept free from dents. Surface of coil remains unmarred. 
Coils STAY ROUND! Copper stays dry, clean and bright. 


NO ACCIDENTAL UNWINDING. 
CHASE’S TRADEMARK MEANS TOP-QUALITY. 


The Nation’s Headquarters for Brass, Copper & Stainless Steel 
imcinnati Grand Rapids Milwaukee New Orieans 
Houston Minneapolis 
Indianapolis Newark 
Kansas City, Mo. New York 
Los Angeles (Maspeth, . 1.) 
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roofs, regardless of pitch and 
overhang, be provided with 
metal gutters and downspouts 
adequately designed to re- 
move water from the roof 
quickly and efficiently. I be- 
lieve that this is very pertinent 
information because in too 
many recent installations it 
has been found that the in- 
staller, in order to keep costs 
down, has used the minimum 
amount of roof drainage. 

I agree with the RDMI that 
an inadequate job is almost 
as bad as no job at all because 
it gives a black eye to the 
industry. 


Sees Continuing Rise 
In Operating Costs 


IT SEEMS that overhead costs 
rise each year. The multitude 
of records that must be kept 
is one of the reasons for the 
increase in operating costs. 
Records are important in to- 
day's business world — they 
are required by law and they 
provide the dealer-contractor 
with clues to weak spots in 
his business functions. 
There doesn’t seem to be 
any likelihood that overhead 
costs are going to be de- 
creased during the next seven 
to 10 years. An investigation 
by the First National Bank 
of Chicago indicates that by 
1965 total employment in the 
United States will exceed 73 
million persons, an increase 
of 17 percent in the 10 years 
from 1955. Professional and 
technical people are expected 
to show the sharpest increase 
— 43 percent — while the 
number of clerical workers 
should rise by 26 percent. 
This rapid growth in the 
number of white collar work- 
ers continues a trend toward 
an increasing proportion of 
people working in clerical, 
professional, technical, man- 
agerial and sales positions. 
About 40 percent of the 
labor force is presently so 
employed — nearly double 


ere Rat Ap ee 
Pane Vee 


1 - Speaking - 
modernization... 


to be really modern a gas heat- | 
ing unit must have the safety 
and convenience of ... 





Write for literature. 


lighter 
tube 


@ Available on all makes 
and models as original 
equipment from the 
manufacturer. 

Your customer will appreci- 
ate the push-button ease of 
pilot lighting and the free- 
dom from sometimes haz- 
ardous lighting practices. 


(U.S. Pat. No. 2728384, Can. Pat. No. 676802) 


MODERN 
LIGHTERS 


INCORPORATED 


NORTHVILLE MICHIGAN 
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| the 22 percent in 1910 — 


and this proportion is ex- 
pected to rise above 42 per- 
cent by 1965. Increased em- 
ployment in these categories 
suggests greater stability of 
employment, incomes and 
consumption in the years 
ahead. 


In 1956, the number of 


_ white collar workers for the 


first time exceeded those in 
crafts and production, which 
now supply slightly less than 
40 percent of all jobs. 
Although the total number 
of craftsmen and production 
workers is expected to rise by 
1965, the amount of increase 
will be less than the average 
growth of the labor force. 
Reflecting the movement to 
automation, skilled workers 
and foremen may show the 
largest rise within this group 
— over 19 percent above 
1955 — while the number 
of semi-skilled workers is ex- 
pected to rise only 13 per- 
cent, and unskilled laborers 
to remain at present levels. 
The number of people in 
service occupations is ex- 
pected to rise by more than 
22 percent. This will repre- 
sent greater numbers of re- 
pairmen, and others who are 


| not included in clerical, pro- 
| fessional or other categories. 


| 


Predicts Growing Use 


| Of Oil As Fuel 


| 
| 


Wuat are the prospects for 
oil as a heating fuel 10 years 


| from now? Most people in 


| the industry have asked this 


| question. 
| marks made by 
| Marshman, 
| Oil Div., 





I believe the re- 
Len S. 
manager, Fuel 
Socony Mobil 
Oil Co., Inc., to the Fuel 
Oil Committee of the Ameri- 
can Petroleum Institute, ap- 
swer this questian to some 
extent. Mr. Marshman said, 
“America’s need for energy 
for heat is going to continue 
to grow during the next 10 
years by about 14 percent. 
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If Santa Claus 
doesn’t get the word, 
write us direct..- 











Lockformers make Pittsburgh locks 
(and other seams) fifteen times as 
fast as bar folder or hand brake 
methods. This terrific savings in 
labor costs makes the Lockformer 
the biggest profit maker in the shop 
—your shop or any shop. 








So this Christmas, give yourself a 
real present—one that helps you sell 
more jobs, then helps you make 
more money on the jobs you sell. 
Give yourself a Lockformer! 


* = = * Q 2 a 
5% = a = pe tee ft =a ae he y 
NY nN jh? NY ™% |i i? ™W iy iM 
ve vu vu , AA nt vu ue 
One mon and a Lockformer makes more Pittsburgh Locks 
then sixteen men and eight brekes. 


MAA ALTA ASS 


TIME SAVING, MONEY MAKING EQUIPMENT 





THE LOCKFORMER CO. 
4615 West Roosevelt Road, Chicago 50, Illinois 
In Canada; Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ont. 
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This is a healthy rate — not 
too much below the growth 
rate between 1947 and 1957 
of 15.3 percent. 

“Distillate oil is also likely 
to be used increasingly as a 
heating fuel between now 
and 1967. 

“Although demand for 
natural gas for heating shows 
signs of increasing at a faster 
rate than demand for oil, oil 
will remain the leading heat- 
ing fuel in 1967 by a slim 1 
percent margin.” 


What Is User Reaction 
To Service Contract? 


THE VAST majority of resi- 
dential fuel oil customers are 
completely satisfied with 
their oil heating plants and 
have a high regard for oil 
heat service contracts. They 
want to pay for their service 
contract as a separate item, 
however, in preference to 
having this cost included in 
the price of fuel oil. This is 
the composite view of re- 
spondents in a consumer at- 
titude survey sponsored by 
the Oil Heat Institute of 
America, results of which 
have just been released. 
Nine out of every 10 peo- 
ple interviewed did not 
think their service calls last 
year had been excessive. The 
average 


and one-half. It is interesting 
to note that nearly one-quar- 


ter of the fuel oil users who | 
did not have service contracts | 


thought they did. 
Ninety-eight percent of 
those having service contracts 
were satisfied with the extent 
of the coverage afforded 
them by the contract which 
included service and parts. 
Nearly 80 percent of those 
with or about to purchase 
service contracts stated they 
would prefer having a con- 
tract that was all-inclusive: 
emergencies, parts, cleaning, 
adjusting and the tank. 


10 


number of calls | 
made was about two to two | 


XXtw CENTURY 


HEATING & VENTILATING CO. 


96 IRA AVE. 


Since 1894 


AKRON, OHIO | 
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Ninety-nine percent of the 
customers with service con- 
tracts said that the contract 
gave them a feeling of secur- 
ity and protection. Seven out 
of 10 fuel oil users, however, 
were definite in wanting the 
service contract billed as a 
separate item rather than in- 
cluded in the price of fuel 
oil. 

Customers without service 
contracts considered calls for 
service excessive when the 
average number of calls per 
year reached 4.88. Those 
with service contracts, how- 
ever, felt they could make 
5.80 calls per year for burner 
service before feeling that 
the number was excessive 


Good Records Improve 
Profit Picture 


RECENTLY I have been talk- 
ing to a number of dealer- 
contractors about their record- 
keeping systems and have 
noted that those who keep 
complete records of their busi- 
ness transactions are having 
less difficulty in showing a 
good profit than those whose 
systems are less thorough. In 
one of the most efficient sys- 
tems that I have found to 
date every piece of equipment 
delivered to the job site is 
recorded in triplicate, and 
space is provided for credit- 
ing unused equipment to the 
job when it is returned by 
the mechanics. When only 
two copies of a delivery 
record are kept, the copies 
frequently find their way by 
various routes to the mechan- 
ic doing the job and to the 
office, where the copy is filed 
with the individual job. A 
third copy makes it possible 
for the bookkeeper or clerk 
to keep a separate file for 
follow-up of parts used and 
returned, to charge for those 
that have been used and to 


credit those that have been 


returned to the shop. 
It has been found that this 
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THIS is the book 


for reaching the KEY factors in 


CENTRAL RESIDENTIAL AIR CONDITIONING 
WARM AIR HEATING 


SHEET METAL CONTRACTING 


Check . . . and you'll see! 75 to 80% of the total business in Central 
Residential Air Conditioning, Warm Air Heating, and Sheet Metal 
Contracting is done by 20 to 25% of the dealers and contractors. These 
are the KEY dealer-contractors—the concentration of buying power 
reached so effectively, so provably only in AMERICAN ARTISAN. 
Get the facts on this KEY book, its 100% paid circulation, and the 
big market it opens up for you. Write us today. 


AMERICAN ARTISAN 


KEENEY PUBLISHING CO. AIR CONDITIONING HEADQUARTERS 


6 N. Michigan, Chicago 
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method prevents leaving 
equipment on the job that 
should have been returned to 
the shop for credit 


Heating Firm Plays Up 
Importance of Service 


Bup Cooper, Cooper Heat- 
ing and Air Conditioning Co., 
Cleveland, believes that 
“Service, intelligently and sin- 
cerely applied, brings suc- 
cess."’ This motto is displayed 
above a work assignment 
board on which servicemen’s 
and salesmen’s record totals 
are reported daily, weekly 
and monthly. 


Too Much Humidity in 
Air Conditioned Homes? 


YOUR PROBLEMS with exces- 
sive humidity in air condi- 
tioned homes during the past 
summer may have been due 
to seepage from the outside 
through basement walls. Wa- 
ter works its way into the 
house and is absorbed by the 
air. This places an addition- 
al latent heat load on the 
air conditioning system. At 
first thought it might appear 
that nothing can be done to 
prevent this; however, there 
may be a cause for the trouble 
that can be remedied. 

One thing to check is the 
method of run-off from 
downspouts. If downspouts 
are not drained into a sew- 
age system but are permit- 
ted to drain into dry wells, 
water may work its way along 
the basement foundation, and 
moisture will eventually pene- 
trate to the inner walls. 


Salesmen Earning More 
This Year Than Last 


HAVE you been having trou- 
ble keeping salesmen? Are 
they unhappy with the 
amount of money they are 
earning? Perhaps one of the 
reasons might be that they 
have found other sources of 


NEW FROM A-J! 
No. 200 SERIES 
CEILING DIFFUSERS 


18 different deflection patterns 


A-J 200 AIF 
200 CF 


A-J] 200 BF 


Have a special air distribution problem? 
Solve it quickly, easily, economically with an 
A-J No. 200 Series Ceiling Diffuser. 


Extruded aluminum curved blades provide 
maximum air control with minimum resist- 
ance. Adjustable face bars are 11/,” wide 
on 3/,” centers. You can have your choice of 
multiple valves (No. 230) or opposed blade 
dampers (No. 240). Available in either 
sturdy steel or extruded aluminum frames. 
Platinum enamel is standard finish. 


Write for FREE copy of our catalog. 


aE) 


A-J MANUFACTURING CO. 


Dept. A12 3601 East 18th Street 
Kansas City 27, Missouri 
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employment that are paying 
them higher rates of return 
for their <.4.0... This doesn’t 
mean that you should in- 
crease the percentage that 
salesmen are paid; however, 
it might mean that you should 
take steps to develop leads 
that they can follow up and 
convert into sales more read- 
ily. This, of course, becomes 
an advantage for you as well 
as to the salesmen. 

A recent survey conducted 
by the American Management 
Association 32,000 
sales personnel indicates that 
salesmen this year are earning 
about 4.2 per cent more than 
they did last year. In the 
study—the third annual sales 
compensation survey by 
A.M.A.—is a section showing 
that total compensation paid 
to salesmen varies widely, 
principally with the level of 
responsibility and the type of 
market served. In general, the 
range of compensation paid 
to consumer products sales- 
men is significantly lower than 
that paid to industrial prod- 
ucts salesmen. However, dur- 
ing the past year the average 
earnings of consumer sales- 
men increased 6.9 percent 
while industrial products 
salesmen increased their take- 
home pay only 3.2 per cent. 

The study reflects what 
seems to be a trend toward 
more use of incentive com- 
pensation plans. It also shows 
that salesmen who receive 
bonuses or commissions are 
paid lower salaries than are 
salesmen who work on salary 
alone, but that, generally, 
their total compensation is 
higher. 

This study also showed 
that salesmen today are almost 
on a par with other employees 
in terms of benefits such as 
vacations, retirement, and in- 
surance policies. 


Cly be 9, Banner 


EDITOR 


among 
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Winter Air 
Conditioner with 
Optional Accessory 
Return Air 
Cabinet installed. 


Oil Winter Air 
Conditioner has 
Factory-Installed 

Refractory Firebox. 


Winter Air 
Conditioner with 
Plenum-Type 
Cooling Coil. 





Assembled . . . Wired at the Factory 


Gas Winter Air Conditioners and Counterflow 
Units — 75,000, 100,000, 125,000 and 150,000 Btu 


OA. 


HEATING 
coNDITIy 


t 


iNING INITS 


LUXAIRE SETS THE PACK§N DESIGN ... AND PRICE! 


OBJECTIVE: Design superior f \ aces and air conditioning units 
that are uncomplicated and ar@ adaptable to cost-reducing, vol- 
ume production — while proving every desirable quality of 
compactness, appealing styling) top performance, trouble-free 
operation and easier installation. 


RESULT: Today’s Luxaire Heating and Air Conditioning Units 
lead with these advancements, and more. For Luxaire Units are 
also heavily constructed, with weight applied where it counts — 
to the heavy gauge Heating Elements and to the rigid Cabinets. 


Thus, Luxaire is able to transfer production savings on fine 
products into lower prices for you ! 


And you no longer need to decide between excellence and a 
low price. For Luxaire gives you both! 


See your Luxaire jobber, today ! 


Input... Oil Winter Air Conditioners — 78,400 
Btu ... Ready for connection to fuel line, electrical 
supply, ducts and thermostat... 14- and 16- 
gauge heating elements . . . Available with high 
air deliveries for year ‘round air conditioning |! 





SEE OUR DISPLAYS: Home Builders (N.A.H.B.) Show .. . January 18th-22nd 
Chicago Coliseum . . . Spaces 756, 757, 775, 777 
International Heating & Air Conditioning Exposition . . . January 26th-29th 

onvention Hall . . . Philadelphia, Pa. . . . Spaces 26, 28, 29 











EXCELLENCE FOR EVERY 


i ee oe 


Horizontal 
Furnaces 
4 Oil Burning 
Sizes 
4 Gas Burning 
Sizes 


INSTALLATION 


é 
Combination 


Year ‘Round 
Air Conditioning Water Seams 
Ad 


Air Cooled Add-On 
Summer Air 
ae pry Units. 
2, 3 and ‘a 
Pah oa 
Condenser 
- : Assemblies available 
Burn either Units. 3 an with Duct or Plenum 
Gas or Oil. 5 Tons. Type Cooling Coils. 


C. A. OLSEN MANUFACTURING COMPANY. . e:yaria, onto 
e 


Counterflow 
Units and Utility 
Units. Burn either 

Gas or Oil. 


Basement Type 
Winter Air 
Conditioning 
Units. Burn 
either Gas or Oil, 


THE 


Gravity 
Furnaces. 
Burn either 
Gas or Oil. 


Gas Duct 
Furnaces 
4 Sizes 


Gas Unit 
Heaters 
5 Sizes 


Gas 
Conversion 


Units. 2, 3 or 
Burners 


5 H.P. Air or 
Water Cooled. 


ocala, hie 
Conditionin 


HEATING & AIR CONDITIONING UNITS 
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STANDARDIZE ON HONEYWELL 
FOR ALL YOUR 
RESIDENTIAL AIR CONDITIONING 
CONTROL NEEDS 


Now, a new line of 


Terminals, reset button and differ-— — — — . 
ential are together, needs access from 
only one side. 


Trouble-free— famous, long-lasting ----p 
MICRO SWITCH enclosed switch seals 
out dirt, lint and moisture. 


No tweezer parts—a simple, direct- -~~--p 
acting switch mechanism. No pivots, 
levers or springs. 


Simple, differential adjustment 
knurled differential adjustment knob 
can be operated by hand without use 
of tools. 


Stainless-steel diaphragm — de 
signed for precision action and lasting 
operation .. . unaffected by corrosive 
atmosphere. 


One-piece capillary—eliminates the —-———p 
possibility of leaks or weak spots, nor- 
mally a problem at soldered joints. 
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pressure controls 


HONEYWELL PRESSURETROL*— 
COMPACT, DEPENDABLE— 
11 MODELS TO CHOOSE FROM 


This new Honeywell P432 high-low Pressuretrol is compact 
and functionally designed to meet the needs of today’s neat, 
well integrated control panels. 

You can choose the P432—or any of Honeywell’s 11 
Pressuretrol models to meet the demands of every type of 
residential air conditioning equipment and a wide range of 
other refrigeration applications. These Pressuretrols are 
available as separate high, separate low or combination high- 
low devices. Both high and low pressure controls can be 


ordered with manual reset. Low pressure controls can be 
* Trademark 


specified with adjustable or fixed differential. 

Honeywell Pressuretrols can be ordered as part of a panel 
or purchased separately. 

Now you can standardize on pressure controls designed 
specifically for packaged air conditioning units, made, 
matched and backed by Honeywell. 

Get complete information on Honeywell's line of Pres- 
suretrols and other air conditioning controls. Call your local 
Honeywell office or write Minneapolis-Honeywell, Dept. 
AA-12-51, Minneapolis 8, Minnesota. 


These control panels—for use with Honeywell Pressuretrols— 


offer you maximum flexibility 


For self-contained 
units — WB212 
panel with pressure 
control. For larger 
packaged units. 


For attic type units—W429 panel 
for self-contained, add-on, one-stage 
cooling units. W430 panel for two- 
stage, self-contained cooling units 
(time delay available). 


Forremote condensing units—( These Honey- 
well Panels contain motor starter and pressure 
control). W431 panel for units up to 7% tons. 
W435 panel for remote 2-ton and some 3-ton 
condensing units. 


Evaporater Se- 
quencing Paneil— 
W226, designed 
for use with W431 
or W435. 


Honeywell 
Fits a. Coutral 
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Here Experience Counts 





Sure, sometimes luck helps out a fisherman 

. but in the long run it is experience that 

“pays off. And it is experience that pays off 

when it comes to solving power-drive 

problems for appliance and equipment 

manufacturers ...the kind of experience 
Emerson- Electric offers you. —— 


Remember . 


» 


@ Emerson-Eleéctric produces custom -engi- 
Pings motors to suit your specific needs. 


# Emerson, Eléectrie has»more.than 100 
engineers. for on-the- spot service for you. 


0s Emerson-Electric has more than 65 years’ 


“experience in solving motor - drive problems 
like yours. a 


- 
ez. 
ee 


Bs, 


, 


To get the kind of experi- 
ence that counts, call, wire 
or write Dept. M-336 to- 
day. The Emerson Electric 
Mfg. Co., St. Louis 21, Mo. 
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HallAlR 


REGISTERS 


and 


GRILLES 


(formerly STEWART) 


egg oe ae eee: ES 


Air Devices Inc., has acquired the complete 
line of STEWART Registers and Grilles to add 
to job proven AGITAIR Diffusers, Filters and 
Exhausters ... THERMOTANK High Velocity 
Mixing Boxes and Punkah Louvres. 

Now from one source, Air Devices Inc., you 
can select with confidence and specify any 
AGITAIR product and be assured that the 
item or items selected will meet every per- 
formance and architectural requirement. 

All Air Devices Inc. representatives have 
practical ‘‘on the job’’ experience in the ap- 
plication of Agitair products. They will gladly 
assist you in the selection, sizing and appli- 
cation of these products. 


AIR DEVICES INC. 


185 MADISON AVENUE, NEW YORK 16, N. Y. 


high velocity units * punkah louvers 
air diffusers « filters * exhausters 
registers and grilles 
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REGISTERS 


A 


GRILLES 


Soma CIRCULAR DIFFUSERS 


SQUARE & 
RECTANGULAR DIFFUSERS 

















STRIPLINE DIFFUSERS 3 


PERFAIR 
PERFORATED DIFFUSERS 


PERIMETER 
UNITS 


~! 
|| zoom 
\ 


CEILING UNITS 


oo aia 


DRUM PUNKAH LOUVRES 


ROUND PUNKAH LOUVRES 


FILTERS EXHAUSTERS 
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BASEBOARD DIFFUSER | 




































































Send for descriptive literature on Auer’s complete line of Registers and 


Grilles for every need, and the name of your nearest Auer distributor. 
NAME 


ADDRESS 





_QUTPERFORMS 4'to 8’ UNITS 


/ 





... your best buy for perimeter heating and 
combination heating and cooling systems! 


The Auer “Perfusaire” only 18” long, outperforms 4 to 8 
foot units on the market today. Because of the perfect air 
pattern of the “Perfusaire”, diffused air heats entire wall 
area providing the most even temperatures possible. 
Through scientifically angled diffuser blades and an engi- 
neered built-in damper, maximum throw and spread are 
obtained. There are no hot spots... no cold spots that 
result in drafty, uncomfortable and uneven air distribution. 


Only the Aver “Perfusaire” provides the engineered 
accuracy and system dependability required for true 
perimeter heating and combination heating and cooling. 
For the very best in baseboard diffusers, insist on the Aver 
“Perfusaire”. .. economical... fast, easy installation... 
satisfied customers... greater profits. 


PERFUSAIRE FEATURES: 


1.Only 18” long but has the capacity of 4’ to 8’ units... 
installs easily in new or old construction in or against wall 
or baseboard... cuts installation time 50%. 


2.Perfusaire” is a complete unit equipped with Auer’s 
patented balancing damper,..no accessories to buy... 
requires no stackhead. 


3.Angle of deflector fins scientifically determined to 
produce perfect perimeter heating and cooling pattern. 


SS ae 








Without a doubt, Aver “Perfusaire” is your best buy for 
perimeter heating or combination heating and cooling systems. 
It’s been proven time and time again. The Aver “Perfusaire” is F 
the mark of quality and performance in the industry. In addition 
to its engineered perfection, the “Perfusaire” is easy to install. 
The “Perfusaire” is provided with “knock-outs” to accommodate 


duct openings in sizes of either 2%" x 14” or 2%" x 12”. AUER [erfusaite: 
s 


For your next diffuser installation, select and install 
the Aver “Perfusaire” with complete confidence. 


THE AUER REGISTER COMPANY 


ond GRILLES “REGISTERS AND GRILLES FOR EVERY HEATING AND COOLING NEED” 
6602 CLEMENT AVENUE © CLEVELAND 5, OHIO 











REGISTERS 





THERE’S MONEY IN MODERNIZATION! 


Complete line of 
furnace pipe and fittings 


Complete line of 
roof-drainage equipment 





The folks down the block are convert- 
ing to forced air. It’s a job you can do, 
using Milcor Standardized Fittings. 


The people across the street need a 
gutter job—and you can do it fast and 
profitably with Milcor Rain-Carrying 
Equipment. 

Someone else needs louver ventila- 
tors. Another is adding summer air 


conditioning. Still others are building 
additions to their homes. 


It all adds up to this: Remodeling 


GET 

‘YOUR 
SHARE 
WITH 

WAU GO 
ad ate) >) Ul on g— 


and repair work represents money that 
is going to be spent. You’ve got the 
skill. You’ve got the manpower. And — 
the complete Milcor line gives you all 
the materials you need. 


You can get your share of this profit- 
able remodeling market by developing 
a strong advertising campaign in your 
community. Your local printers, news- 
papers and radio stations can help you. 
Sit down with them and start planning 
your campaign. But — do it today! 


cP-17 


INLAND STEEL PRODUCTS COMPANY 
DEPT. L, 4023 WEST BURNHAM STREET * MILWAUKEE 1, WISCONSIN ar.anTA © BALTIMORE © BUFFALO ¢* CHICAGO 
CINCINNATI ® CLEVELAND © DALLAS © DENVER © DETROIT © KANSAS CITY © LOS ANGELES © MILWAUKEE © MINNEAPOLIS 


NEW ORLEANS © NEW YORK © ST. LOUIS, 








WHAT'S HAPPENING... including Washington Letter 





U of | Develops 
Engineering 
Teacher Plan 


UrBANA-CHAMPAIGN, ILL. — Prof. 
S. Konzo has been named by Dean 
William L. Everitt, 


Illinois college of engineering, to head 


University of 


an engineering teacher “internship” 
program being set up in the college 
under a $207,000 Ford Foundation 
grant. The program, proposed and 
developed by Prof. Konzo, is designed 
to help overcome the growing short- 
age of engineering teachers. 

“Participants are expected to come 
from all parts of the country,” Dean 
Everitt said. “Two-year internships 
will enable them to complete work 
for a master of science degree. This 
will be one-third of the program. In 
the other two-thirds they will re- 
ceive instruction and practice in edu- 
cational methods and theory under 
experienced teachers, and will take 
part in seminars to build their pro- 
fessional backgrounds.” 


New Record Set 
In Shipments of 
Gas-Fired Furnaces 


New York City — September ship- 
ments of gas fired furnaces for resi- 
dential central heating set all time 
records, according to the Gas Ap- 
pliance Manufacturers Association. 
Shipments of gas conversion burners 
were reported at the highest monthly 
level in two years. 

During the month, manufacturers 
shipped 107,300 gas fired furnaces of 
the forced warm air and gravity 
types, 14.3 percent more than in the 
same month a year earlier. The pre- 
vious high was reached in Septem- 
ber 1955 when 106,700 units were 
shipped. 

During the first three-quarters of 
the year, manufacturers shipped 
585,400 furnaces, 12.6 percent more 
than in the same period last year. 
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February Starting Date for 
1959 Apprenticeship Contest 


Cuicaco — The 1959 national ap- 
prenticeship contest will begin Feb. 
1 and close Mar. 31, it was an- 
nounced by Joseph J. Kaberlein, sec- 
retary of the National Joint Appren- 
ticeship and Training Committee for 
the Sheet Metal Industry. 

There will be different projects, 
one each for the four years of classi- 
fication. This permits apprentices to 
compete with others who have the 
same range of training and ability. 

A cash prize and a certificate will 
be awarded to first, second and third 
place winners in each of the four 
classifications. The cash prize for 
first place will be $125, $50 for sec- 
ond, and $25 for third. 


In addition, a certificate of merit 


Building Contracts 


Up 26% for Month 
Of September 


New York City — Contracts for 
future United 
States in September totaled $3,215- 
919,000, an increase of 26 percent 
above the like month of 1957, F. W. 
Dodge Corp. reports. 


construction in the 


According to Dodge reports, resi- 
dential building contracts in Septem- 
ber totaled $1,460,270,000, up 27 
percent from the similar month of a 
year ago. Residential contracts for 
the first nine months of 1958 totaled 
$10,945,492,000, up 7 percent over 
the like 1957 period. 

During the third quarter of 1958, 
the American Appraisal Co. Con- 
struction Cost Index (national aver- 
age) rose 10 points, as compared to 
six points for the same period in 
1957. This largely 


caused by higher labor rates which 


increase was 


were negotiated during this period 
and an increase in steel prices which 
took place in August, the company 
says. 


will be presented to each school hav- 
ing a winning contestant in the na- 
tional contest. 

Local joint committees are to re- 

quest contest materials from Mr. 
Kaberlein and then conduct their 
own local contests. The local winners 
will then be entered in the national 
contest. 
To obtain contest materials, write 
to J. J. Kaberlein at 6543 Nokomis 
Ave., Lincolnwood 46, Ill. Be sure 
to state the number of apprentices 
interested in entering the contest in 
each These requests 
should be submitted as soon as pos- 
sible. Contest material will be 
mailed shortly after the first of the 
year to local committees who make 
the request. 

A plaque will be awarded to the 
local joint apprenticeship committee 
which makes the greatest progress in 
promoting the apprentice program. 


classification. 


Directory Section In 
Next Month's Issue 


AmerIcAN ArTISAN’s Directory of 
Residential Air Conditioning, Warm 
Air Heating and Sheet Metal Prod- 
ucts—completely revised and brought 
up to date—will appear in the Janu- 
ary issue. 
information on what 
products will be available during 
1959, listing sheets were mailed to 
thousands of firms throughout the 
country that manufacture the hun- 
dreds of items used in residential air 
conditioning, heating and sheet met- 
al work. The information is carefully 
classified and includes complete 
street addresses and trade names. 
The January issue also contains 
its regular quota of timely and in- 
formative articles on technical, mer- 
chandising, management and news 
subjects. 


To obtain 


(More news on page 24) 





ther new fastener idea by Parker-Kalon 


SPINNERS ? 


Screws on the floor mean trouble at your door! Ordinary 
fasteners when used in the assembly of thin gage metal 
sheets, often spin or slip—result in work stoppages, 
salvaging operations, higher production costs. 

Now you can substantially reduce waste motion; 
rejects and lost time, with Parker-Kalon’s new 


“*Hi-thred”’ Self-tapping Screw ... the new fastener 
that grips securely without spinning or slipping... even 
in very thin gage metal sheets. 


Developed by P-K’s research team, the revolutionary 
“*Hi-thred”’ is THREADED FULL TO THE HEAD— WITH THE 
LAST THREAD ACTUALLY TERMINATING IN AN ANNULAR 
ORIFICE IN THE HEAD ITSELF! 

For samples, see your nearby Industrial Distributor. 
**Hi-thred”’ fasteners are available in production quan- 
tities at no increase in price in Types “‘A”’ and “‘Z’’ in 
non-countersunk head styles, in either Slotted or 
Phillips Recessed Heads. : 


=| PARKER-KALON “Hi-thred” 


BUY P-« 
MADE INUSA 


Self-tapping Screws 


Pat. Pending 


‘Sold everywhere through leading Industrial Supply Distributors® 


PARKER-KALON DIVISION, General American Transportation Corporation, Clifton, New Jersey’ 
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Wannel.enare 
Mint 
future “? 


Look to Chrysler Airtemp... 


If you’re the kind of man who likes to 
look ahead, plan ahead . . . look into the new 
Chrysler Airtemp dealer program. It’s designed 
especially for you. In it you’ll find the 
larger profit potential, the complete 
merchandising programs, the aggressive 
advertising support, and the new product 
development activities you’ve been looking for. 
Here are just a few of the reasons why 
forward-looking dealers look to Chrysler Airtemp. 


>> HRYSLER 


AIRTEM P 


first with the finest in air conditioning 
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Complete Market Coverage for Greater Sales Potential 
Chrysler Airtemp dealers sell the most complete line in 
the industry. Almost 300 models let you satisfy any 
heating or cooling need! 


Chrysler Reputation for Quality and Dependability 

Your customers know and respect the quality and 
dependability of famous Chrysler engineering. Sales are 
easier to make. Fewer customer complaints and call- 
backs cut service expenses—boost profits! 


First with the Finest in Design and Engineering 

Airtemp’s record of developing important new features 
and improvements is unequaled in the industry. As an 
Airtemp dealer, you will have the newest features first! 


Well-Rounded Dealer Support 


Not only in product development, but in advertising, 
merchandising, sales and service training as well, Chrysler 
Airtemp offers its dealers the complete support they need 
for maximum sales and profits. 


Start building for tomorrow today! 
Send coupon below for full details. 


AIRTEMP DIVISION, Chrysler Corporation 
Dayton 1, Ohio AA-12-58 


Gentlemen: Please rush full information on the Airtemp 
franchise! 


NAME 





ADDRESS 
CITY 
ZONE 














WHAT'S HAPPENING... 


. including Washington Letter 





Launch Certification Program 
For Unitary Air Conditioners 


Wasnincton, D. C. — A certifica- 
tion program for unitary air condi- 
tioners, sponsored by the Air-Condi- 
tioning and Refrigeration Institute in 
cooperation with the National Warm 
Air Heating and Air Conditioning 
Association, will go into effect Janu- 
ary 1. Unitary air conditioners in- 
clude central residential units, self- 
contained air conditioners such as 
those used in commercial applica- 
tions, and other air conditioning 
combinations designed as units, as 
differentiated from room coolers or 
large, field-assembled system installa- 
tions. 

The program is based on compli- 
ance with all provisions of ARI 
Standard 210-58, and provides that 
cooling capacity ratings of unitary 
equipment be expressed in Btuh or 


ASHAE Nominates 
Hess for President 


New York City — Arthur J. Hess, 
president of Hess-Greiner & Polland, 
Los Angeles, has been nominated for 
president of the American Society of 
Heating and Air-Conditioning Engi- 
neers. Mr Hess is now serving as 
first vice president of ASHAE and 
chairman of the executive committee. 
During 1957 he was second vice pres- 
ident of the society and chairman 
of the regions central committee. He 
has been a member of the society 
council since 1954. Walter A. Grant, 
vice president and assistant to the 
president of Carrier Corp., has been 
nominated for first vice president, 
and John Everetts Jr., consulting 
engineer with Charles S. Leopold, 
Philadelphia, has been nominated for 
second vice president. John H. Fox, 
vice president, sales, Honeywell-Con- 
trols, Ltd., Toronto, who has served 
as treasurer of the society this year, 
has been nominated to serve for a 
second term in this capacity. 
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tons, and not in horsepower of com- 
pressor motors. 

A number of manufacturers have 
already entered into contract agree- 
ments with ARI and others are ex- 
pected to sign in the near future. 
Under this agreement, manufacturers 
certify to ARI by submitting data, 
and certify to the public by display 
of a certification seal, that their 
products are in compliance with the 
ARI Standard. The seal may be dis- 
played on the equipment as well as 
on specifications, advertising, etc. 

The plan also calls for the “ran- 
dom” testing, by an independent 
testing laboratory, of a large number 
of certified units each year, to be 
acquired from field stock for this 
purpose. Another phase of the pro- 
gram involves the testing of certified 
units on which complaints may be 
received as to unrealistic cooling ca- 
pacity claims and other allegations 
of non-conformance with the Stand- 


ard. 


NEMA to Launch 
Water Heater 
Sales Campaign 


Atxantic Crry, N. J. — All-out pro- 
motion drives to help dealer-con- 
tractors increase sales of electric 
water heaters will be launched soon 
by member companies of the National 
Electrical Manufacturers Association, 
it was announced at the opening of 
NEMA’s 32nd annual convention. 
The campaigns are aimed at increas- 
ing volume by cooperating with the 
industry’s two main avenues of ap- 
proach to the market—the Live Better 
Electrically Project and the National 
Electrical Living Program—and by 
stepping up NEMA’s work in con- 
sumer education and promotional 
areas. The National Electrical Living 
Program will be sponsored next year 
by the Edison Electric Institute. 


(Continued from page 21) 


1958 Volume Index 
To Be Available 


AN INDEX FOR American Artisan’s 
1958 issues, Vol. 95, Nos. 1-12, is 
being compiled and will be available 
soon to Artisan subscribers on re- 
quest. If you want a free copy, send 
a note to the Editor, American Arti- 
san, 6 N. Michigan Ave., Chicago 2. 

Your request will be kept on file 
until the index is printed, and then 
your copy will be mailed. 


Women Tell What 
They Want From 
Heating System 


Wasuincton, D. C. — Eighty women 
from different parts of the country 
attended the recent Women’s Con- 
ference on Housing, sponsored by the 
National Association of Home Build- 
ers and the United Industry Com- 
mittee for Housing, a group repre- 
senting and service 
industries in the housing field. At 
the session on heating of the home, 


manufacturers 


the women listed as prime factors of 
interest evenness of heat flow, free- 
dom from dust, humidity control, 
cost of installation and operation, and 
low noise level. They wanted bro- 
chures from builders explaining what 
the home owner should do to help 
maintain his heating system. And 
they wanted more information, in 
general, on fuels, economy of opera- 
tion, etc. They said they thought a 
heating system should last at least 
20 years. Most of them wanted fur- 
naces located outside of living areas. 

At the McCall sponsored second 
annual Congress on Better Living, 
approximately half of the women in 
attendance indicated a preference for 
central air conditioning over individ- 
ual room units. (About one-third of 
the delegates’ homes are air condi- 
tioned at present and only one-third 
of these now have a central system.) 
A few of the women said they wanted 
no air conditioning at all. 

(More news on page 26) 
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THIS DEMONSTRATOR PROVES 
VICTOR FINS SAVE FUEL! 


It’s the finest, most believable little sales closer on the market today. 
Twin thermometers tell the story of patented VICTOR FIN efficiency. One 
side of this table-top furnace has FINS. The other does not. It proves, right 
before the prospect's eyes, that exclusive VICTOR FINS save up to 30% 
in fuel used. It’s honest . . . It’s dramatic . . . It closes sales FAST! 


VICTOR SUPPORTS YOUR SALESMEN 
WITH TOOLS WHICH CLOSE SALES FAST 


Sales Tools: You wouldn’t think of sending your servicemen out without tools 


... but, are you and your SALESMEN fully equipped with effective 
TABLE-TOP FIN DEMONSTRATOR 


tools to sell successfully in today’s competitive market? There is 


no finer line of fast closing sales tools in the industry than those 

SALES EASEL made available by VICTOR to their dealers everywhere. No ex- 
0 YE AR W ARR ANTY pense, ingenuity, time nor résearch has been spared to assure you 
success and bigger profits from faster sales with VICTORS! A 

2 & 3 COLOR FOLDERS complete line of Coal, Gas and Oil Low-boys, Hi-Boys, Counter- 
SALES CATALOGS flows and Suspended units to meet every installation problem is 
main ais ready for speedy shipment. Write, Wire or Phone us TODAY! 


NEWSPAPER MATS You’ll make more money with the VICTOR heating and cooling 
‘RADIO SPOT COPY 


COUNTER DISPLAYS line! 
WALL HANGERS era) Grape Se re EG ee 











HALL-NEAL FURNACE CO. 


4 ALL N ‘3 AL 1322-42 N. CAPITOL AVE., INDIANAPOLIS 7, INDIANA 
oad 


Please send complete information about an exclusive VICTOR 


e U R N Ye +2 Cc oOo Franchise and details of your dealer sales tools, without obligation. 
e 


NAME 
Quality Furnaces Since 1890 


1322-42 N. CAPITOL AVE 
INDIANAPOLIS 7, INDIANA 








ADDRESS 
CITY. 
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WHAT'S HAPPENING. ... including Washington Letter 





Economists Optimistic 

About Business Outlook 
New York City 
mists are far more optimistic about 
the business outlook than they were 


this time last year, according to the 


Leading econo- 


12th annual economists’ opinion sur- 
vey conducted by F. W. Dodge Corp. 
Of the 212 participants, all but two 
economists expect gross national pro- 
duct to rise next year above its mid- 
1958 level, and all but four think 


industrial show a 


production will 
similar trend. On the average, they 
expect 


gross national 


product to 
reach an annual rate of $460 billion 
by the fourth quarter of 1959, a 
rise of about 414 percent during the 
year. 


Show Section to Be 
January Feature 


A SPECIAL 32-page show section is 
being prepared for the January is- 
sue of American Artisan. It will de- 
scribe what you can expect at Phil- 
adelphia’s Convention Hall where 
the 14th International Heating & Air 
Conditioning Exposition will be held 
January 26-29. Over 450 exhibitors 
will take part in the industry’s largest 
show to date. 

Artisan’s special show section will 
name the exhibitors and their booth 
numbers and tell who will be in at- 
tendance. It will also describe the 
products to be on display during the 
four-day exposition. This special sec- 
tion is designed to tell you at a 
glance who to see, what to see, and 
where to see it. 


Farm Market Favorable 
For More Heating Sales 


Wasuincton, D. C. — Dealer-con- 
tractors may soon find that farm 
houses are a rapidly growing source 
of warm air heating sales. According 
to a report recently released by the 
Chamber of Commerce of the United 
States, income of the nation’s farm- 
ers went up 22 percent this year. 
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Board Approves 
L.A. Heating Code 
In Part Only 


- The Board of Build- 


ing and Safety Commissioners has 


Los ANGELES 


approved a modified provision re- 
quiring the signature of a registered 
professional mechanical engineer on 
plans and specifications for large in- 
stallations of heating, ventilating or 
air conditioning equipment. Referred 
back to the industry advisory com- 
mittee are three items the board de- 
leted from the proposed revised heat- 
ing, ventilating and air conditioning 
code. As a result, the committee’s 
proposed code, which now goes to the 
City Administrative Officer, the Coun- 
cil, and the Mayor for necessary 
ordinance enactment, will not have 
the following three provisions: 

A requirement that would have 
had evaporative coolers inspected by 
heating and refrigerating inspectors. 
These coolers already require an 
electrical permit. 

A requirement that would have 
prohibited the use of tin plate for 
metal ducts in residential heating 
systems and the requirement for 1 in. 
of insulation in residential heating 
systems. 

A requirement for the installation 
of vents on heaters legally installed 
in existing buildings. 


Comfort Responses 
Re-Evaluated 


CLEVELAND — Comfort responses in 
certain regions of the ASHAE Com- 
fort Chart are now being re-evalu- 
ated at the research laboratory of the 
American Society of Heating and 
Air-Conditioning Engineers. Accord- 
ing to E. F. Snyder, Jr., chairman 
of the ASHAE committee on re- 
search, this is but one of a number 
of long term projects planned for the 
new environment test room com- 
pleted this year. The room is ar- 
ranged for testing six to 10 people at 
one time. 


(Continued from page 24) 


Pension Plan Law Goes 
Into Effect January 1 


Wasuincton, D. C. — The law re- 
quiring disclosure of the finances of 
pension and welfare plans goes into 
effect January 1. To assist employers 
in complying with the new law, the 
Department of Labor is preparing 
forms for the required reports to 
the department—a description of the 
plans and the annual financial report. 
Use of the forms is optional, the em- 
ployer being free to use other forms 
and work out his own reports. The 
act will apply to private employee 
welfare and pension plans covering 
more than 25 employees. Deadline 
for sending your plan description 
to the department is March 31. If 
you're on a calendar-year basis, your 
first financial report won't be due 
until April 30, 1960. If you’re on a 
fiscal year basis, it will be due 120 
days after the year ending in 1959. 
That makes the deadline Nov. 1, 1959 
for those using the usual fiscal year 
closing next June 30. 


Takes Stand Against 


‘Forced Obsolescence’ 
Syracuse, N. Y. — The Unitary 
Equipment Div., Carrier Corp., is 
taking a firm stand against the con- 
cept of forced obsolescence, accord- 
ing to Russell Gray, division vice 
president and general manager. “We 
will no longer change models each 
year just for the sake of change or 
on a calendar cycle,” Mr. Gray said. 
“But we will be on the market with 
new models when there are signifi- 
cant advances in performance and 
design. Our decisions will be guided 
by the relative advantages to the con- 
sumer. 

“Our new policy must necessarily 
become effective over a period of 
time and cannot become completely 
applicable to all 1959 models. But, 
long range, we will not force ob- 
solescence merely because of a dif- 
ferent knob, a change in color or the 
location of a control.” 
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the quality tells...the quality sells 
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they direct heat where needed only when it is needed 


Lell and Grow with 
a ARI ET Fe @ i 


Gas-fired Commercial and 
industrial Heating Equipment 


VERSATILE NEW JANITROL UNIT HEATERS 


Remember this about Janitrol Unit Heaters: their 

versatility and efficiency, combined with low cost, means 

you can use them to advantage for most every 

commercial or industrial building. 
They save installation time and labor. They 

do not need expensive duct work. They are completely 

automatic. They offer convenient “dual fuel’ 


performance 


use natural or LP gas; may be switched 


from one fuel to the other automatically. And 


assure top operating economy. 


And remember, too, that no other unit heater can match their record for durability 
and low maintenance. The exclusive Janitrol Multi-Thermex heat exchanger is 
so enduring that replacements for any cause have been less than 4 of 1% in over two 
million heat exchanger tubes produced since 1940! 


Dependability and economy 


these are benefits that only time and experience 


can bring. Be sure Janitrol Unit Heaters are the choice for your next job. 


Fill every commercial and industrial heating need from JANITROL'S broad line. 


GAS-FIRED 
DUCT FURNACES 


Engineered for instal- 
lation in a duct where 
air is circulated by a 
separate blower. Espe- 
cially adaptable for 
use in combination 
with cooling. Two sizes: 
200,000 and 300,000 
Btu/hr. input—may 
be combined to pro- 
vide capacity from 
200,000 Btu/hr. up, in 
increments of 100,000 
Btu/hr. input. Five 
sizes, from 85,000 to 
225,000 Btu/hr. in 
Duct 55 models. 


BLOWER-TYPE 
UNIT HEATER 


Allows air delivery 
from greater heights 
and against greater 
static pressures. Models 
with exposed or en- 
closed blowers. A.G.A. 
approved as low and 
high static-type blower 
unit heater for air de- 
livery to duct system 
up to 1.0 in. W.C. ex- 
ternal static. Heat sec- 
tions factory assem- 
bled. Sizes: 300,000, 
400,000 and 500,000 
Btu/hr. input. 


werner 


FLOOR-TYPE 
UNIT HEATER 


Cold air drawn from 
floor level is heated, 
filtered and discharged 
horizontally overhead. 
Quiet, clean, carefree 

ideal for offices, res- 
taurants, stores, labs, 
etc., requiring a com- 
pact unit. May also be 
connected to a duct 
system. Six sizes: 
Rated input from 
65,000 to 200,000 
Btu/hr. 


ARCHITECTS, ENGINEERS AND 
contractors /hfornation Service 


Write today for complete information on heat- 


ing with gas in buildings of every type. There’s 


no obligation. 


Tame @F- Taller 


HEAVY DUTY 
BLOWER HEATERS 


For unit heating, cen- 
tral heating and air 
conditioning. Wide 
range of standard 
blowers and motors 
assures correct air de- 
livery andtemperature 
rise in each applica- 
tion. Factory assem- 
bled and tested. Ca- 
pacities from 250,000 
Btu to 1,750,000 
Btu/hr. input. 


(Ofel a elela- bi 
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Moffat Heating & Ajir 


Moffats, Ltd xe) 


NEW JANITROL 
HORIZONTAL OIL 
UNIT HEATER 


For suspension over- 
head. Saves floor 
space. Compact, effi- 
cient, low-mainte- 
nance design. May also 
be used to feed duct 
system. Sizes from 
84,000 to 250,000 
Btu/hr. output. 
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Today’s MOST ADVANCED DIFFUSERS . . . AT A TRULY COM- 
PETITIVE PRICE. Obsolete ALL others in APPEARANCE. . . DE- 
SIGN . . . PERFORMANCE! 


Because they are FULLY ADJUSTABLE  . . the new Titus 
MODEL P-125 diffusers are today’s only baseboard diffusers that 
can provide the proper throw and spread for obtaining maximum 
performance from BOTH HEATING AND COOLING SYSTEMS. 


Years ahead in looks, too! New distinctive swept-line styling 
blends beautifully with any surroundings. 


New ECONOMY MODEL P-75 has same, superb styling and 
basic ADVANCED design as Model P-125 except does not have 
dual adjustment feature. CAN GIVE YOU THE CONTRACT 
AGAINST ALL KINDS OF PRICE CUT BIDDING BECAUSE THEY 
ARE BETTER LOOKING, ARE CONSTRUCTED BETTER, ABSOLUTELY 
OUTPERFORM COMPETITION. 


Both of these new Titus models have a large 32 sq. in. of 
free area. Both are quicker, easier to install. Provide lasting 
satisfaction — GIVE THAT EXTRA IN HEATING & COOLING 
COMFORT THAT MAKES AND KEEPS CUSTOMERS HAPPY. 


PROOF! 


Isovels from laboratory tests 
prove Titus new adjustable 
perimeter diffusers FAR SU- 
PERIOR in PERFORMANCE! 
Dotted red line shows how 
cool air is forced to ceiling 
when Model P-125 diffuser is 
set for COOLING. Solid red 
line shows that when diffuser 
is set for HEATING warm air 
is diffused in broad pattern so 
it covers entire window or 
wall area. 
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ECONOMY MODEL P-75... 


TITUS MFG. CORP., WATERLOO, IOWA 


(C) Rush new free illustrated Titus Perimeter Dif- 
fuser Catalog 


() Send name of jobber nearest me 


NAME 





COMPANY | 





ADDRESS _ 





CITY ——s STATE 
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CHECK THESE PROFIT POINTERS! 


@ How many call-backs do you have to make for 
service and adjustments on the furnaces you sell? 


@ Do you spend time “selling” the brand you stock? 
. . have conversion trouble in LP areas? 





@ Do you always have the right model for your pros- 
pect’s home? . . . a full line to choose from? 


@ Do you make your share of the contractor sales? 


@ Do other problems sap your profits, shriak your 

















can you afford we sell — present line? 
a a 
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HEATING 


HEATWAVE | 





AIR CONDITIONING 





A Product of The Southwest M facturing C urora, “ae 
A Subsidiary of The F. E. Myers & Se. Ce., Avhlond, Ohie 
Manufacturers of The Famous Myers Pump 





er | HEATWAVE 


418 COMmeITICOnInGe r 


ANSWER EVERY PROBLEM 
FOR YOU IN 1959 














HEATWAVE parts are the best the industry has 
to offer and are standard with the trade . . . to 
minimize service problems. But the important 
thing is that costly service calls won't shrink your 
profits when you install Heatwave because they 


just won't be necessary at alll 


HEATWAVE furnaces sell themselves to home- 
owners with proof of lower gas bills, quiet 
operation, ideal circulation, and models to fit 
any home. AND—they’re built for either natural 
or LP use. 


HEATWAVE offers a line that is becoming 
FAMOUS for fitting every home! Offered in sizes 
from 60,000 to 200,000 BTU input. 


HEATWAVE, backed by the F. E. Myers & Bro. 
Company, is a respected name among builders 
who want to buy a line that will still be good 


10 years from now! 


HEATWAVE IS THE FASTEST-GROWING NAME 
IN YEAR-ROUND AIR CONDITIONING TODAY 

. BECAUSE OF BUILT-IN PROFITS FOR MEN 
LIKE YOU! Get the Heatwave story and start 
your next season with more assured profits! 
Remember, HEATWAVE IS EXPANDING! Get 
full information on dealer openings in your area! 
Write Ben Church, Sales Manager, Southwest 


Manufacturing Company, Aurora, Missouri. 
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PROTECTIVE 
PACKAGING 


Each type of steel has its own special 
packaging requirements for protection 
and easy handling — whether it’s wrap- 
ping, banding, skidding, boxing, etc. 

° Ryerson is equipped to furnish packag- 
ing that assures absolutely safe ship- 
ment and reduces handling time and 
costs. Ask your Ryerson representa- 
tive for details on all Ryerson stocks 
and services. 


” 
m= SIX-WAY RYERSON SERVICE 


1. One sure source for all require- 
ments—whether steel is plentiful or 
scarce, nobody approaches the size 
and variety of Ryerson stocks. 


2. Exact length on net weight basis 
—when your order is cut from stock 
width coils, we furnish 4’ to 16’ lengths 
in 4" increments. 


3. Correct weight—and fair prices 
year in and year out. 


4. Absolutely dependable delivery 
—a priceless assurance when delays 
could cause idle manpower or even 
‘lost business. 


5. Ryerson Certified Quality—all 
Ryerson steels are backed by rigid 
quality controls to protect you fully 
on every purchase. 


6. Good packaging —tightly banded 
steel, skidded with sound lumber, cuts 
labor costs, protects steel, makes han- 
dling easier. 


=) RYERSON STEEL 


Member of the <Q0}}> Stee! Family 


Principal Products: Carbon, alloy and stainless steel — bars, structurals, plates, sheets, tubing— aluminum, industrial plastics, metalworking machinery, etc. 
JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK « BOSTON - WALLINGFORD, CONN. « PHILADELPHIA - CHARLOTTE « CINCINNATI « CLEVELAND 
DETROIT - PITTSBURGH « BUFFALO - INDIANAPOLIS - CHICAGO - MILWAUKEE - ST. LOUIS - LOS ANGELES - SAN FRANCISCO + SPOKANE « SEATTLE 
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{merican Artisan’s editors, 


staff and authors wish you 
all a Merry Christmas and 


a Happy Veu Year 
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‘Do It Yourself’ for Home Owners 


MOST HOME OWNERS like to “fool around the house” in their spare 
time. Some have directed this drive toward hobbies and have spent consider- 
able money building basement workshops. Too often, over-ambitious home 
owners will tackle jobs requiring technical knowledge and training which 
exceed their limited backgrounds, skills, and available time. Dealer-contrac- 
tors who can direct this home owner interest toward maintaining heating 
equipment in tip-top condition are performing a service to their customers 
as well as helping build reputations for their businesses. 

A reputation for installing trouble-free equipment has excellent sales pro- 
motional value as well as reducing the cost of providing free service during 
the first year. 

We don’t suggest that home owners be trained to service their own heat- 
ing systems, but that they can be shown how and why they should pay more 
attention to their heating systems. Chester C. Duval, Lexington, Mass., has 
developed this idea to his advantage as well as to that of the home owner 
(see page 64 for details). 

Home owners can be shown that periodic attention to the heating system 
can produce savings in operating and service costs, as well as providing 
personal satisfaction. By posting detailed instructions near the equipment, 
providing personal instruction when the installation is completed, and vol- 
unteering periodic reminders, the dealer-contractor can teach home owners 
to recognize improper operation. 

Some manufacturers offer educational booklets and other literature to 
their dealer-contractors, to be sent to owners of warm air heating systems. 
December is a good month to put this type of sales promotion to work, 
when home owners are more aware of their heating systems than they’ve 
been for many months. Another good reason for making mailings at this 
time of year is to avoid as many equipment failures as possible during the 
coldest months just ahead. 

Any effort to curtail the deluge of service calls to be expected during a 
prolonged sub-zero spell will help level off the work load on the service 
department. 

Advice to home owners should be worded simply and briefly to avoid 
misunderstanding of what should or should not be done. Mr. Duval spells 
this out in three steps: 1) periodic maintenance, 2) emergency maintenance, 
and 3) skilled service work. 

If manufacturers’ literature doesn’t present the desired personal approach, 
dealer-contractors can easily prepare their own mailings. In some ways this 
policy works out better, in that it permits changing the approach and re- 
using the basic sales promotion idea several times a year. An advantage of 
using manufacturers’ literature is that the literature is usually well prepared 
and has a professional appearance, obtained through extensive use of color, 
diagrams, photographs and other presentation tools which might be too 
expensive for the limited scope of local level promotion. 

Effective literature will cultivate interest and encourage the home owner 
to seek better heating at lower cost ij exercising his natural inclination 
to “putter around the house.” 





CAREFUL PLANNING of building 
paid off for this dealer-contractor. 
Office area in front provides easy 
access to rest of shop, yet is removed 
from noise 


Behind This New Building 


Are Years of Planning 


This dealer-contractor took many years to develop the design and 


layout of the shop and office sections of his new 


building. His reward is a pleasant atmosphere and effiiciency 


WHEN PLANNING to build a new shop and office it pays 
to take the time to carefully consider each of the many 


items that go into its design and layout, according to 


EXHAUST SYSTEM for welding department is pro- 
tected from short circuiting air currents by metal panels 
that drop from ceiling to within 8 ft of floor 


Irving Hangauer, general manager, H. J. Otten Co., 
Buffalo. Mr. Hangauer and the late Mr. Otten planned 
for several years before coming up with the final in- 
structions for the architect to follow in designing thei 
sheet metal shop. The result is a pleasant and spacious 
building with work areas planned for efficient opera 
tions. 

The Otten company’s building contains 17,000 sq ft 
divided into an office section and a shop section. The 
office section is constructed of dark red brick. The shop 
section has cinder block walls which are painted a pale 
rose color on the exterior to give a pleasing contrast 
with the office section. 

The 2000 sq ft of office area includes a combination 
reception room and general office and four private offi 
ces. The company § bookkeeper and ser retary occupy the 
general office area. Two of the private offices are large) 
than the others (12 * 16 ft) and are used as an engi- 
neering office and a sales staff office. 

In the office area the lower part of the walls is painted 
a dark green and the upper portion a contrasting yellow. 
The ceiling is white acoustical tile. Fluorescent lighting 
is used throughout the building. All interior doors are 
metal. The outer offices have large picture type windows 
which give them a pleasant and bright appearance. The 
result is an enjoyable working atmosphere. 


The shop is divided into five general areas: work 
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MONEL ELBOW is welded at a bench which provides 
a convenient level for the operation. Special bench de- 


signs of this type reduce employee fatigue 


SHEET STORAGE is near truck unloading platform. 
Bundles of sheets are moved from the trucks to bins by 


crane and the transfer is completed in a few minutes 


MOTORIZED seaming machine cuts down shop noise 
and speeds the assembly of large ducts. Arthur Schmitt, 
shop superintendent, is at right 


LOADING PLATFORM is inside the shop and is de- 
signed to make it possible to load or unload conveniently 
at truck bed level 





benches, light machinery, heavy machinery, welding and 
storage. The work bench area is along the west wall where 
large windows and fluorescent fixtures provide excellent 
lighting. Eight benches are located perpendicular to the 
outside wall. 

Che northwest section of the shop is the heavy ma- 
chinery area. Here are located the automatic seamers, 
power shears, power brakes, dual purpose equipment and 
slip rolling machines. 

Light machinery fills the center area. This equipment 
includes lockforming machines, shape forming machines, 
a bar slip former, and light gage brakes and shears. 

The welding area is located in the northeast corner 
of the shop. An over sized exhaust system has been in- 
stalled to remove all fumes from the welding area. To 
prevent short circuiting of air to the exhaust system from 
the remainder of the shop, a metal curtain wall has been 
dropped around the welding area to within eight ft of 
the floor. This develops a low air pressure area above the 
working area causing the fumes to rise rapidly. By 
providing an eight ft clearance above the floor, it is pos- 
sible to conveniently move odd shaped parts into the 
welding area and to move completed assemblies out of 
the area without the problems that would have been 
faced if it had been closed off by walls and doors. 
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The fifth area is for storage of sheet stock and also 
includes the loading dock. The loading dock is formed 
by a slanted truck well that drops about four ft below 
the street level. This truck well is 30 x 30 ft and can 
handle two large trucks at the same time. 

Heavy stock is lifted from the trucks and moved along 
a monorail track to storage racks. These racks are made 
of three in. pipes welded to form four level bins. The 
truck well makes it possible to move finished products 
from the storage area onto a delivery truck without rais- 
ing or lowering the products any appreciable distance. 

A 22 X 18 ft stockroom is located near the loading 
dock. Paint, bolts and small parts are kept here in bins 
attached around the wall and on self-supporting racks 
located in the center of the room. 


The building is heated with two forced air systems. 


The duct work for each is located along the room beams 
in the shop, 17 ft above the floor. 

The company has provided a 100 X 100 ft parking 
lot for employees and visitors at the rear of the building. 

All in all, the Otten company’s investment in its new 
building shows throughout the results of careful plan- 
ning. It is proving that adequate working space makes it 
possible to turn out work faster and easier. 





Size Furnace to Handle 


y “a 


Makeup Air Loads 


Here’s an analytical approach to the questions of 


obtaining sufficient combustion and ventilation air 


in today’s tightly built houses, and calculating 


furnace capacity and fresh air duct sizes to handle 


the additional load 








GUY A. VOORHEES died November 7. 
The rough draft of this article, com- 
pleted just before his death and sent to 
American Artisan by Mrs. Voorhees, 
represents Guy’s last contribution to 
the warm air heating industry. It culmi- 
nates 40 years of dedicated activity di- 
rected toward constant improvement of 
the industry. His loss will be sorely felt 
by American Artisan readers and the 
industry in general, but his contribu- 
tions remain as a tribute to his mem- 
ory. 








\ COMMON BELIEF among heating dealer-contractors is 
that the volume of outdoor air leaking into a house each 
hour would equal from one-half to two times the cubic 
volume of the building. The amount usually mentioned 
is often “the cubic volume of the house each hour.” For 
houses built 30 or 40 years ago this may have been 
practically true—houses weren't built as tightly then as 
they are today. Older houses don’t pose too many prob- 
lems of obtaining sufficient ventilation and combustion 
air. But even in those days a number of competent heat- 
ing men insisted on at least one fresh air intake duct to 
insure ample air for ventilation and for combustion in the 


gravity circulating warm air systems then installed. 


Does Blower Create Pressure Inside House ? 


With the greatly expanded use of forced air heating, 
this tendency has increased in some areas, often with 
the explanation that the blower will build up air pres- 
sure inside the house, reducing the volume of outdoor 
air which would normally enter by infiltration through 
cracks around windows and outside doors. That explana- 
tion is not completely true, as has been proved by tests 
conducted in the research residences at the University 


of Illinois. 


Design Conditions Usually Aren’t Simultaneous 


For years 15 mph was the commonly accepted design 
wind velocity. For a problem house which we considered 
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FRESH AIR DUCT (arrow) to pro- 
vide air for ventilation and combus- 
tion is sized according to type of 
house construction, fuel burner re- 


quirements and exhaust fan capacity 


in previous “classroom” articles, the heat losses were 
figured for an outdoor design air temperature of —5 F. 
But any dealer-contractor operating in such an area can 
find by calling a weather bureau office that an outdoor 
temperature of —5 F and a 15 mph wind velocity are not 
likely to occur at the same time. He will find that with 
the —5 F temperature, it's quite common for the wind 
velocity to be 5 mph. or less. Under these conditions and 
in a modern, well constructed house. there will not be 
enough air infiltrating for proper combustion and elimina- 


tion of the normal accumulation of odors and moisture. 


Table Recommends Combustion Air Volume 


And how much air is needed for combustion? Volume 
will depend on the rate at which the fuel burns, and 
this of course depends on: 1) the total calculated heat 
loss of the building, and 2) the type of fuel. In the 
Purdue University engineering extension department Bul- 
letin 82. “Excessive Moisture in Homes” by Professors 
W. T. Miller and Frederick B. Morse. the following air 


volumes are recommended for proper combustion of fuel: 


Fuel Cu ft of air 


1 gal of fuel oil 3080 
l Ib of coal 


1 cu ft of natural gas 





In another Purdue publication. the same authors sug 
gest that the volume of combustion air be calculated at 
22 cu ft per hr for each 1000 Btuh heat loss estimated 
for a building. This suggestion assumes that 60 percent 
of the heat content of the fuel burned would be usefully 
applied in offsetting the calculated heat loss of the build- 
ing. The formula which they recommend could be slightly 


revised to read as follows: 
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Combustion air (efm) heat loss of house (Mbh) 

(1/0.6) (1/60) X 22 
in which 
heat loss of house (Mbh) calculated heat loss of house 
in Btuh divided by 1000; 0.6 efficiency of system 
expressed as a decimal: 60 minutes per hour; 22 

cubic ft of air for combustion based on 1 Mbh of 
house. 

Notice that the last three terms of this formula can 
be condensed into 0.61, and the formula can be rewritten 
as follows: 

Combustion air (cfm) 


0.61 


Heat loss of house (Mbh) 


Need 43 Cfm for Combustion 


For a sample problem house (see May 1958 American 
Artisan) assume that the total heat loss for the basement 
and first floor is 70.168. Thus: 70 X 0.6] 13 cfm 
required for fuel combustion alone. 

To determine the infiltration for the sample problem 
house, assume the wind normally blows against the side 
of the building where the two bedrooms and bath are 
located. Since this is an old house. the calculated heat 
loss due to infiltration (March 1958 American Artisan) 
assumed that all first story windows are poorly fitted 
but have storm sash. Each window will have an air leak- 
age rate of 34 cu ft of air per hr per running ft of win- 
dow crack. These three windows have a total of 50 run- 
ning ft of crack so the total leakage amounts to 50 
4 1700 cfh, or 28 cfm, for the first story rooms. 


Equal Volume of Air Escapes 


The total air leakage into the fully heated 36 >» 


basement amounts to 88 cu ft of air per running 
crack (ASHAE table). Since there are 54 running 





TABLE 1 — ROUND DUCT and additional furnace 
capacities are selected according to makeup 
air quantities required under various outdoor 
temperature conditions, on the basis of cubic con- 
tent of the building and load created by the out- 
side air brought in 


basement window crack in our problem house, the total 
leakage would be 54 X 88, or 4752 cfh. But this assumes 
full leakage through each foot of crack. NWAHACA 
Manual 3 tells us that for a single. undivided room. the 
air leakage at any given time will be: a) the leakage 
through the crack in any one wall or b) one-half the 
total leakage of the room, whichever is greater. For this 
particular room, it would be one-half the total. which 
is 2376 cfh or 40 cfm. This 40 cfm from the basement 
plus the 28 cfm from the first floor equals a total of 68 
cfm of infiltered air. It must be remembered that for 
every cu ft of air that infiltrates into a building an equal 
amount of air leaves the building. via the chimney o1 


through windows and doors on the lee side of the building. 


Fresh Air Must Reach Furnace 


This would give us an ample volume of outdoor ait 
(68 cfm) to support combustion, provided enough of it 
finds its way to the jurnace, Several rules have been 
suggested and used. One such rule, for a furnace located 
in a tightly-closed closet in a basementless house. is to 
bring in a fresh air duct the size of the furnace smoke or 
vent pipe and place it so it will discharge its air near the 
floor and close to the burner. This air may be taken from 


the attic or through an outside air duct extending through 


the foundation. (In regions where heavy snow may be 


expected during the coldest weather. this opening should 


be high enough above the ground for air to enter freely.) 


Air Drawn Out on Lee Side 


Remember that the wind creates low pressure areas on 
the lee side of the house and air tends to flow out through 
window and door cracks on that side. If our furnace has 
a gun type oil burner with a fan to draw combustion air 


in and mix it with the atomized fuel. chances are the 





2 4 





Cfm in 100 
equivalent 


Cubic cuntent of 
building if return 
Fresh air | ft of duct system is de- 
intake duct at 0.05 in. signed for 0.05 
size (in. w.g. suction Cfh introduced in. w.g. suction 
dia.) pressure from outdoors pressure 





a4 2,640 5,280 
71 4,260 8,520 
110 6,600 13,200 
162 9,720 19,440 
218 13,080 26,160 
292 17,520 35,040 
375 22,500 45,000 
475 28,500 57,000 
583 34,980 69,960 
42,420 84,840 








fuel will get enough combustion air to burn completely. 
But if the furnace has a gravity feed oil burner without 
such an induced draft fan or if the furnace is gas-fired, 
some question might well arise whether or not the flame 
would get enough air for complete combustion Avcain. 
remember we assume a wind velocity of 15 mph when 
the outdoor air temperature is —5 F, which, as previously 


pointed out, is not likely to happen very often. 


infiltration Data Incomplete 


Now let’s turn to other conditions under which the 
volume of air entering by infiltration becomes less be 
cause wind velocity is less than 15 mph which is commonly 
assumed in figuring infiltration heat losses. Heat loss 
data in NWAHACA Manual 3 is based directly on pub- 
lished recommendations of the American Society of Heat 
ing and Air-Conditioning Engineers, but the society does 
not give infiltration data for most windows and outside 
doors. 

In preparing the design data for Manual 3 the com 
mittee had to decide how to list the rate of infiltration 
for windows and doors with storm sash and storm doors 
At the committee meetings where this problem was dis 
cussed, the members decided that Manual 3 would not 
be too far off if it listed the same rate of infiltration 
through windows and doors with storm sash and storm 
doors as that shown through weatherstripped windows 
and doors. 7 his problem Was considered at many meet 


ings. over several years—and it’s still being discussed. 


Weatherstripping Is Skilled Trade 


Some manufacturers of weatherstripping object to this 
assumption. They insist that a window with both weath- 
erstripping and storm sash will allow less outdoor air to 


enter than a window having either one or the other. but 
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Design Temperature Difference, deg F 
30 35 40 45 50 55 60 65 70 75 -' 80 
Add Following to Calculated Bonnet Capacity of Furnace (Btuh) 


1,901 
3,075 
4,882 
6,998 
9,418 
12,614 
16,200 
20,520 
25,186 
30,542 





85 90 








1,426 
2,306 
3,661 
5,249 
7,063 
9,461 
| 12,150 
| 15,390 

18,889 
| 22,907 


1,663 
2,691 
4,271 
6,124 
8,240 
11,038 
14,175 
17,955 
22,037 
26,725 


2,138 
3,460 
5,492 
7,873 
10,595 
14,191 
18,225 
23,085 
28,334 
34,360 


2,376 
3,844 
6,102 
8,748 
11,772 
15,768 
20,250 
25,650 
31,482 
38,178 


2,614 
4,228 
6,712 
9,623 
12,949 
17,345 
22,275 
28,215 
34,630 
41,996 


2,851 

4,613 

7,322 
10,498 
14,126 
18,922 
24,300 
30,780 
37,778 
45,814 


3,089 

4,997 

7,933 
11,372 
15,304 
20,498 
26,325 
33,345 
40,927 
49,631 


3,326 

5,382 

8,543 
12,247 
16,481 
22,075 
28,350 
35,910 
44,075 
53,449 


3,564 

5,766 

9,153 
13,122 
17,658 
23,652 
30,375 
38,475 
47,223 
57,267 


3,802 

6,150 

9,763 
13,997 
18,835 
25,229 
32,400 
41,040 
50,371 
61,085 


4,039 

6,535 
10,373 
14,872 
20,012 
26,806 
34,425 
43,605 
53,519 
64,903 


4,277 

6,919 
10,984 
15,746 
21,190 
28,382 
36,450 
46,170 
56,668 
68,720 











not both. They also aver that installation of weatherstrip- 


skilled trade 


formed properly by anvone 


ping is a in itself. which cannot be per- 


who is not experienced in 
that work. In figurine the heat loss of a new house, the 


heating man can learn whether or not weatherstripping 


will be used. But he seldom knows its quality and usually 
he doesn’t know whether or not it will be installed by a 
professional weatherstripping installer, by some carpen- 


ter. or by the home owner himself 


Outside Factors Affect Leakage 
ASHAI 


Guide (1958) show 


Fables published in the 
that for a wind velocity of 5 mph, the air leakage drops to 
6 cfh per ft of crack through windows suc h as those on the 


first floor of the house we have been considering in our 


problems. This is a total of only 50 X 6 300 cfh. For 


the basement windows, suppose the air leakage drops 


from 8& eth down to 20 cth per ft of crack (with a 5 
Total leakage into the basement will 


20. or 540 cfh. 


mph wind factor). 
drop from 2376 cfh to one-half of 54 
Total infiltration (first floor and basement) amounts to 
300 cfh plus 548 cfh, which is 848 cfh or 14 cfm—not 
nearly enough to provide the required 43 cfm of ait 
needed for combustion. 

In many northern regions of the United States and the 
colder parts of Canada, infiltration through basement 
windows often almost disappears because snow banks up 
around the house and blocks off nearly all basement open- 


Kitchen Fan, Dryer Add Periodic Loads 


Suppose the house also has a ventilating fan in the 


kitchen and a vented clothes dryer. each of which re- 
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moves 200 cfm of air from the house. Then it would be 
necessary to provide 100 cfm for ventilation plus 13 cfm 
for combustion, or 443 cfm of fresh air during a specific 


period. 


Table Shows Valuable Design Data 


Table 1 shows the capacities that round ducts ranging 
from 5 to 14 in. in diameter could be expected to provide 
at a water gage pressure of 0.05 in. per 100 ft. The capac- 
ity is also shown in cfm and cfh of outside air for each 
duct size. Table 1 also recommends the round duct sizes 
required to provide makeup air to the return air system, 
based on the cubic content of the building and the addi- 
tional Btuh required to heat this air based on design tem- 
perature differences ranging from 30 to 90 deg. 

If the engineer decided he must provide a makeup air 
volume of 468 cfm, a 12 in. round duct attached to the 
return air system would be required. The additional fur- 
nace capacity that would be necessary to handle this air 
volume under the 75 deg design condition would be 38.- 
175 Btuh. Thus, the furnace capacity would necessarily 
be based on 108,643 Btuh instead of the original 70,168 
Btuh. This is a 55 percent increase over the original de- 
sign conditions. However, the kitchen fan and the laundry 
dryer probably won't be operating at the 


same time 


very often, 

Thus, if 200 cfm is provided to meet maximum ventila- 
tion requirements and 43 cfm is admitted for combus- 
tion. the total outside air volume needed would be 243 
cfm. 

Table 1 shows that a 10 in. round duct can be used to 
supply the necessary makeup air. This will result in an 
additional 23,652 Btuh furnace capacity or a furnace 


rated to provide 93,820 Btuh output. 





Two Extended Plenums, Outdoor Control 


Keep Test House Temperatures Even 


... in a three-story house with a supplementary 


heating system for the upper floors. NWAHACA findings in 


first floor and basement show what can be expected 


from a well-designed and installed extended plenum system 


DEVELOPMENT OF AIR distribution 
systems to provide better tempera- 
ture distribution betwen floor and 
ceiling of a room and betwen rooms 
is the consistent objective of indus- 
try engineers and the National Warm 
Air Heating and Air Conditioning 
Association. To obtain reliable data 
on the use of small diameter duct 
systems in cold climates and the ex- 
tent bypass and zone control sys- 
tems have in reaching the objec- 
tives, the field investigation commit- 


tee of NWAHACA tested six such 


installations. The committee's find- 


ings are summarized here. 


Two Types of Heating 


The fourth house tested is a large, 
three-story residence with a basement. 
It is heated by a rather distinctive ar- 
rangement: a hot water system for 
the second and third floors and a 
forced warm air system for the first 
floor and basement. 

Design heat loss for the rooms 
on the 1504 sq ft first floor is 63,140 





noon and 19 F at 5 p.m. 





TEST CONDITIONS 


HOUSE: Three floors with basement, constructed in 1929 for $25,000, in- 
cluding land. Outside walls are 1 in. stucco on 1 in. sheeting and 
building paper attached to wood studs with '/, in. glass fiber between 
studs. Inside wall and ceiling surfaces are wood lath and plaster. First 
floor windows are wood sash, somewhat loose. All windows have 
storm sash. Outside entrances have storm doors and weatherstripping. 

WEATHER: Relatively constant during five-day survey January 3-7, 1955. 
Outdoor air temperatures ranged from 9 to 27 F: warmer temperatures 
recorded at the beginning and end of the test period and colder weather 
during the middle. Most room data was collected during daylight hours 
January 5 when temperatures ranged from 18 F at 8 a.m. to 23 F at 


OCCUPANTS: The house was occupied by six people: two children between 
6 and 12 years old, two teen agers and two middle-aged adults. They 
expressed complete satisfaction with the forced warm air heating sys- 
tem and considered that it gave more even heat and better tempera- 
tures than any heating system they had previously lived with. 








Btuh (42 Btuh per sq ft), and for 
the basement, 20,197 Btuh, for a 
total heat loss of 83,337 Btuh for 
the area heated by the warm air fur- 
nace. (The design heat loss for the 
second and third floors was not deter- 
mined because this area was not 
tested.) The heat loss is low from 
the first floor because no heat is 
lost through the ceiling. The design 
20 F 


about 


temperature for the area is 
and degree days number 


8000 per vear. 


No Return Intakes 


This forced warm air extended 
plenum system is well designed and 
installed. Fifteen warm air diffusers 
are spaced at an average of 11.3 ft 
along 170 ft of exposed wall. All 
first floor registers are in the floor 
beneath windows. The first floor has 
no return air intakes. Return air 
flows down the basement steps from 
the hall and enters the return side of 
the furnace through an opening in 
the plastered ceiling. Return air from 
the basement enters through the same 
opening. The owner said this ar- 
rangement was to be improved. The 
furnace has a return air bypass and 
a set of face and bypass dampers 
which permits return air from the 
blower to bypass the furnace heat ex- 
changer on demand of the control 
system. 
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1 TWO EXTENDED PLENUMS (20 8 in., 68 and 38 ft) from 120,000 Btuh gas-fired furnace supply 


fifteen 4 in. round branches upstairs and three to the basement. Bypass section allows return air to pass through 
furnace without contacting heat exchanger. Face and bypass dampers at top permit variation of air quantity 
through bypass and heat exchanger sections in response to controls 


The gas-fired, Poa pormace & TABLE 1 — AIR TEMPERATURE DIFFERENTIALS (deg F) between and with- 
rated at 120,000 Btuh input, 96,000 in first floor rooms were low when outdoor temperature was 20 F and the thermo- 
stat setting was 76 F. Sun intensity was about 50 percent of maximum and a gentle 
the return air section containing wind was blowing 
two filters and a blower with an 1] 


‘ rst ns rT ning Hall & 
in. Wheel, belt driven by a 1 hp oms toom rlor toom itchen Entry Library Average 


motor; 2) a bypass section which > in. below ceiling 74.1 ( ) 7 


Btuh output. It has three sections: 1) 


6.2 75.6 
3 3 $6 75.3 74.6 
permits the blower to pass return 3_in. above floor : 9 7 


3.0 72.6 


iir through the furnace without pass- 
ing through the heat exchanger; and 
3) the gas-fired heat exchanger 
and combustion chamber — section. 


Face and bypass dampers, installed 





at the top of the furnace over the by- 
pass and heat exchanger sections, per- 


mit variation of the air quantity 


TABLE 2 — BASEMENT ROOM TEMPERATURE differentials (deg F) were high 
from ceiling to floor, not so great between rooms when outdoor temperature was 
sections as dictated by the control 14 F and the thermostat setting was 76 F. Sun intensity was 100 percent and wind 
ontetiniai: velocity was 10 mph 


moving through each of these two 


Basement Recreation Recreation Hall & 
Rooms Room, North Room, South Workroom Laundry 
IT'wo Extended Plenums 


81.3 3 80.8 

71.2 9.8 
The duct system consists of two 2S ve floor ip 0.9 

20 X 8 in. extended plenums, 68 ft Coane 

and 38 ft long. To these are attached } 


fifteen 4 in. round ducts leading to 


21, X |4 in. floor perimeter dif- 
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fusers on the first story. There are 
three 21, 14 in. high side wall dif- 
fusers in the basement recreation 
room, and one 6 in. round diffuser in 
the basement workshop ceiling. 
While the areas of the house heated 
by the hot water and the warm alr 
systems are basically separated, there 
is some overlapping. There are three 
hot water radiators on the first floor. 
one in each of two entrance hallways 
and the third in a half bath on the 
first floor. Another is in the base- 
ment wall between a fruit storage 
room and the recreation room. The 
radiators are all controlled by a room 
thermostat on the second floor. An 
unvented clothes dryer was noted in 


the basement. 


Occupants Are Satisfied 


The occupants leaving 


the clothes drier 


justified 
unvented in the 
basement with the statement that the 
discharge of moist air from the drier 
into the basement seemed to relieve 
the problem of insufficient humidity 


in the house. 


Dampers Temper Air 


The room thermostat positions the 
face and bypass dampers to mix 
heated and recirculated air to pro- 
duce a variable discharge temper- 
ature according to the heat losses of 
the house. The dampet actuator has 
a switch which shuts off the burner 
when the damper over the heat ex- 
changer compartment reaches a pre- 


determined “closed” position. 


Maintain CAC 


Air flows constantly through the 
ducts and registers but its temper- 
ature is varied by mixing recircu- 
lated and heated air in the furnace 
supply plenum. The mixing dampers 
usually remain in about the middle 
position, passing equal quantities of 
recirculated and heated air since the 
bonnet temperature is increased with 
the severity of the weather. 

The total cost of the heating system 
to the home owner, installed, was as 
follows: 


42 


Control System Is Unusual 


The unconventional system for 
this face and bypass damper heat- 
ing system consists of the follow- 
ing: 

Room thermostat Setting: 76 
F, differential: 0.85 deg. (It con- 
trols the damper motor that actu- 
ates the face and bypass dampers 
on the furnace.) 

Damper motor A modulating 
type damper actuator, controlled 
by the room thermostat, which 
operates the face and 
dampers. 


bypass 
Outside air thermostat Com- 
mands the operation of the gas 
burner. It has two remote tem- 
perature sensitive bulbs: one out- 
doors to measure the outdoor air 
temperature, the other in the heat 
exchanger section of the furnace 
close to the limit control, where it 
measures the warm air plenum 
temperatures on the furnace side 
of the face and bypass dampers. 
The control has a “reset ratio” 
function which increases the bon- 
net temperature control setting one 
deg for every one deg drop in out- 
door temperature. It maintains a 
constant bonnet temperature at the 
level determined by the outdoor 
temperature. The scale 
starts at 105 F. 

Fan switch settings 
115 F, “off” at 95 F. 

Limit control setting 
200 F. 


Combustion control 


setting 
“On” at 
“OF” at 


Equipped 
with conventional gas valve and 
automatic pilot. 


Cost of air distribution 
system 

Cost of building changes 
to accommodate the new 
heating system 

Cost of 


controls 


furnace and 
1000 


$2000 
recorded 


Table 1 


first floor room air temperatures and 


summarizes 


temperature differentials recorded 


when the outside air was 20 F and 


the thermostat setting was 76 F. 


Temperature Balance Is Good 


Koom-to-room temperature balance 
is good; the minimum was 73.8 F in 
the living room and the maximum 
was 75.6 F in the hall. The range 
of room air temperature during a 
burner cycle was about 1.0 deg. 

The 3.0 deg temperature differen- 
tial from ceiling to floor amounts to 
0.54 deg for each 10 deg change in 
differ- 
ence. The 2.0 deg temperature dif- 
ferential from 30 in. level to floor 


amounted to 0.36 deg for each 10 


indoor-outdoor temperature 


deg change in indoor-outdoor tem- 
perature difference, which is low. 
Table 2 summarizes recorded base- 
ment room temperatures and tempera- 
ture differentials recorded when out- 
side air was 14 F and the thermostat 


setting was 76 F. 


Basement Ceilings Warm 


The floor surface in the centers of 
the basement rooms was warmer than 
the floor air, largely because the base- 
ment air temperature at the ceiling 
level was about 80.5 F. The warmer 
air heated the basement ceiling and in 
so doing created a radiant panel. This 
panel radiated heat to the floor, rais- 
ing its temperature. The temperature 
differential from floor to 30 in. level 
was only 2.6 deg, but a much larger 


differential existed between ceiling 


and floor. Undoubtedly, high temper- 


atures at the basement ceiling had a 
favorable effect on the first story floor 
surfaces. 


Drops 10 Deg in Duct 


Air temperatures at the living 
10 deg 


lower than those from the closer 


room registers were about 


runs. This temperature drop was 
anticipated in the 68 ft trunk duct 
which serves the living room. Other 
register discharge air temperatures 
between 100 F and 112 F were re- 
corded, the majority less than 106 F. 
This is a small spread for register 
air temperatures considering that the 
outdoor temperature was 20 F. The 
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blower was operating continuously 


during the test day. 


Velocities Are Low 


Register air velocities are low, as 
has been noted in many other small 
duct systems. Velocities are never 
greater than 210 fpm at the register 
face. Air flow rates are also low, 
ranging from 12 to 29 cfm. 

Air flow rates from remote regis- 
ters were comparatively large. This 
also is to be expected from extended 
plenum duct systems. 

The estimated total flow rate of 
121 cfm from the warm air registers 
is lower than that measured at the 
return air intake. The flow rate cal- 
culated from the furnace heat bal- 
ance is about 552 cfm and this value 
reliable 
for this system. The rate of air recir- 


was acc epted as the most 
culation, based on 552. cfm. 
amounted to only 2.4 recirculations 
per hour. This value is also consist- 
ent with low rates observed in other 


small duct systems. 


Extended Plenum Oversized 


The total static pressure of 0.10 in. 
W. G. recorded for the duct system is 
extremely low. An inspection of the 
dual extended 
320 sq 


plenum shows that 

in. (2.22 sq ft) of duct 
handles 552 cfm or about 250 fpm 
velocity at the maximum point. The 
size of the extended plenum could 
have been reduced considerably. The 
heat loss from the ducts is too high, 
which probably accounts for the high 
ceiling air temperature in the base- 
ment. 

The blower operated continuously 
when the outdoor temperature was 21 
F. The blower did not operate in- 
termittently during the entire week 
and the maximum outdoor air tem- 
perature for the period was about 
30 F. 


close to Continuous Air Circulation 


Apparently, the controls are 


settings. 


FIELD TESTS SEEK SUGGESTIONS FOR 
IMPROVED HEATING PRACTICES 


The National Warm Air 
Heating and Air Condi- 
tioning Association 
maintains a mobile lab- 
oratory which moves in- 
to an area and surveys 
heating and cooling 
equipment installed in 
residences. No effort is 
made to alter any of the 
conditions found. Data is 
secured by the mobile 
laboratory technician 
and turned over to the 


The burner operated 32.2 percent 
of the time when the outdoor temper- 
ature was 21 F. 


data to design 


Extrapolation of 
temperature condi- 
tions indicated more-than-ample_re- 
serve capacity of about 37 percent. 
The three percent CO. content is too 
low for good efficiency. 

The steady register air tempera- 
tures are maintained by constant 
blower operation and frequent short 
operations of the burner. 

Warm air plenum temperatures 
reached an 
140 F and 129 F when outdoor 
temperatures were 10 F and 20 F, 


respectively. This is an increase of 11 


average maximum of 


deg in the plenum for 10 deg de- 
crease outside, which apparently is 
enough to maintain satisfactory in- 
door temperatures. 


Outdoor Control Does Good Job 


Register air temperatures on the 
10 F about 8 deg 
higher than on the 20 F day, which is 
the result of controlling bonnet tem- 


day averaged 


peratures with the outdoor thermo- 
stat. Apparently, although outdoor 


Engineering 
Council for 
This series of articles 
summarizes reports on 
six extended plenum 
heating systems, four 
with face and bypass 
damper arrangements 
to shunt air around the 
furnace heat exchanger, 
and two that use zone 
control. Small diameter 
ducts are used as feed- 
ers in all six jobs. 


Advisory 
evaluation. 


temperature variation was limited 
during this test period, the regulation 
of bonnet temperatures by an out- 
side control is sufficient to maintain 
satisfactory temperatures in the house. 

The scale setting on the control 
indicated the temperature 
would be maintained at 105 F when 


bonnet 


the outdoor temperature was 70 F. 
With a one-to-one ratio the plenum 
temperature would be maintained at 
165 F when the outdoor temperature 
was 10 F, and 155 F when the out- 
door temperature was 20 F. This 
variation is evident in the measured 
warm air plenum temperatures. 

The burner cycled 8 times an hour 
and the length of each cycle increased 
with colder weather. With an out- 
door temperature of 10 F the total 
“on” time of the burner was 32.7 
minutes during an hour, or 54.5 
percent of the time. During an hour 
when the outside temperature was 
20 F the total “on” time was 19.2 
minutes or 32.2 percent of the time. 
During both days the average swing 
in bonnet air temperature was 23 
deg which accounts for the small vari- 


ations in register air temperatures, 


THIS IS THE FOURTH in a series of six articles on extended plenum, 


small duct heating systems using zone control or bypass arrangements 
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Sheet Metal Plays Pioneer Role 


INSULATED “HOUSE” fabricated from 12 
ga removable panels is used to separate mold 
from casting and to break up the mold so 


sand can be cleaned i ¢ _ a” 
Sand is deaned and 
re-used to make 
new molds for automatic 


. ° SAND MULLER cleans used sand in operation 
casting line 9" 
similar to that of cyclone dust collector. Muller 


is fabricated from 3/16 in. bolted plates 


' MOLDED SAND MOVES to pouring station where fumes and heat are 
HOPPER AND CHUTE feed clean handled by two 10 ga, 1114 14 ft hoods. Louvers are removable for 


sand to automatic molding machine cleaning 
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in First Automatic Casting Line 


Foundry calls on the skill of a sheet metal contractor to provide 
housings, pans, hoppers and other vital components needed in a 
continuous automatic casting assembly line, said to be the first 


of its kind in operation 


EVIDENCE OF THE sheet metal con- 
tractor’s importance to the progress 
of American industry is the part he 
plays in modification of most existing 
manufacturing techniques. Preston 
Jones, Reedsville Sheet Metal Com- 
pany, Reedsville. Wis.. for one. 
played a leading role in development 
of the country’s first continuous 
automatic casting assembly line for 
a foundry. 

Fourteen tons of sheet metal ducts, 
hoods, housings, pans, etc. were used 


for this foundry system 


Entire Process Automatic 


Casting equipment was set up to 
automatically and continuously mold 
green (clean) sand in two separate 
molds (one top and one bottom 
mold), place one mold on top of the 
other and transport them to a pour- 
ing station, cool the mold and cast- 
ing, separate the casting from the 
mold, break up the mold, deliver 
the sand to a cleaning chamber and 


move the clean sand to hoppers at 


the mold forming machines. This POURING STATION ON CASTING ASSEMBLY LINE is 


system was designed for fast produe- capable of producing two 25 lb castings per minute 
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ROOF FOR CONVEYOR BELTS consists of peaked panels held together by 
loosely fitting standing seams. Wire clips hold panels in position on roof frame 


SHEET METAL HOUSING covers magnet which removes iron particles from 
sand being delivered to the cleaning muller 








TWO 10 GA HOPPERS located near building ceiling feed cleaned sand to 
mold forming machines 


tion of castings. Two 25 lb. 12 X 12 
in. plates with 4 in. lugs on each 
side are cast each minute. 24 hours 
a day. 

Green sand feeds into two 10 ga 
hoppers above the automatic mold 
casting machines. The hoppers are 
reinforced by 34 X 3 X 3 in. angle 


iron. 


Blowers Exhaust Heat, Fumes 


Nine blowers of various capacities 
remove heat from the assembly line 
area. Each 36 in. diameter blower 
produces a velocity of approximately 
6000 fpm through round ducts con- 
nected to hoods above the pouring 
station. This exhaust system removes 
both hot air and fumes from the 


pouring station, 


Louvers Regulate Air Quantity 


Each hood, fabricated from 10 ga 
sheet metal, is 1144 & 4 ft. Adjust- 
able 16 ga sheet metal louvers on the 
hood provide whatever air quantity 
is required for various pouring op- 
erations. Each louver is removable 
for cleaning. 

As the casting leaves the pouring 
station it enters a tunnel fabricated 
from sheet metal panels clipped to 
gether for quick removal. Because 
of the necessity for frequent cleaning 
in foundry work, all duct work and 
sheet metal housings had to be made 


with ease of separation in mind. 


Insulation Cuts Radiation 


The 4 ft wide panels for the con- 
veyor enclosure are two separate pans 
fastened together in the middle with 
a standing seam button punched 
every 12 in. These panels are held 
in position by a T bar frame, the 
cross bar of which supports the 
panels. The panels are joined to each 
other and to the T frame by a wire 
clip fastened through the turned edge 
of the panels. One inch insulation cuts 
down heat radiation to the assembly 
line area. 

As the casting and the mold pro- 
gress around the conveyor, exhaust 
fans remove air from the paneled 


enclosure to cure the casting. 
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HEAT IS REMOVED from enclosed conveyor system by 
nine exhaust fans similar to this one. 


Rate of heat re 
moval regulates the curing process for the casting 


-_ 


CONVEYOR ENCLOSURE PANELS are 4 ft wide, in- 
sulated to reduce heat radiation. All panels are removable 
for on-the-spot cleaning—very important in foundry work 


‘‘We enjoy doing this type of work because it gives us an opportunity to use 


the skills we have learned as sheet metal men and allows us to participate in the 
advances our customers are making”’ 


The completely-cured casting final- 
ly enters an insulated enclosure 5 
ft wide, 14 ft long and 6 ft high 
fabricated from sheet metal panels 
similar to those on the conveyor 
housing. Panels are 12 ga galvanized 
sheets joined together with bolts and 
wing nuts to facilitate disassembly. 
This “house” is also insulated and 
ventilated to prevent transmission of 
heat to the production area. Here 
the mold is separated from the cast- 
ing. The sand is conveyed to a sand 
muller (similar to a cyclone dust 
collector) where it is filtered and 
cleaned for re-use. The sand muller 
is fabricated from 3/16 in. plate 
bolted together so individual sections 
can be replaced without completely 
disassembling the entire muller. 


On its way to the muller the sand 
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passes over an electro-magnet which 
removes iron particles left from the 
pouring operation. 

Because this magnet must be 
cleaned periodically, it is protected 
by a sheet metal box with a hinged 
cover. Brackets on top of the box 
prevent the heavy cover from falling 
against the box top while the magnet 
is being cleaned. In its normal posi- 
tion, the cover is held in place by 


bolts and wing nuts. 


Pan Catches Overflow 


To prevent the sand which sifts 
off the conveyor on its way to the 
nuller from being lost or accumu- 
lating in troublesome piles, a sheet 
metal pan was installed under the 


conveyor belts, held in position by 


clips similar to those on the casting 
conveyor enclosure housing. The con- 
veyor is protected from weather by 
a peaked roof, also held together by 
clips and joined by a loosely-fitting 
standing seam which permits easy 
removal of panels for working on the 
conveyor and periodically cleaning 
beneath it. 

Conveyor roof panels are feld in 
place by 14 2 in. T bars. 

“Problems like this make our work 
interesting,” says Preston Jones, who 
fabricated and installed this system. 
“We enjoy doing this type of work 
because it gives us an opportunity 
to use the skills we have learned as 
sheet metal men and allows us to 
participate in the advances our cus- 
tomers are making because of their 


production techniques.” 





HUGH REID'S SHEET METAL PATTERN 


How to Lay Out a 
Tool Box Pattern 


Here’s a sheet metal product that virtually everyone in 


the trade will have occasion to make — and here’s the 


simplified method of laying one out 


ONE OF THE FIRST fabrication proj- 
ects undertaken by most apprentices 
to the sheet metal trade is a tool box 
for their own personal use. The box 
developed in the pattern layout 
problem for this month is 16 gage 
galvanized iron. Box dimensions are 
8 in. long, 7 in. wide. The box 
section is 7 in. high with a 31% in. 
angled cover section. The cover has 
a l in. straight flange. It is held 
closed by a spring. A chain can be 
used to hold the cover open at an 
angle greater than 90 deg. 

method, 
which eliminates the plan and front 


Using the simplified 
view drawings and substitutes the 
short method drawing, layout time 
for this complete project should not 
exceed 30 minutes. 

Given the plan and front views 
of a tool box, the following is a 
step-by step-analysis to the pattern 
problem solution. 


The Box Pattern Fig. 4 — 


a) Draw a 314 by 114 in. rece- 
tangle representing the bottom of the 
and label 
the corner points M, C, G and F. 

b) Draw perpendicular _ lines 
above points M and C, transfer the 


box as shown in Fig. 1. 


114 in. given height (Fig. 2) to 
both lines and mark the end points 
J and K. Draw lines MJ, JK and 
KC. 

c) Draw lines to the left of points 


M and F and perpendicular to line 


MF. Measure the 114 in. 


given 
height on each line to establish 
points L and E. Draw lines ML, LE 
and EF. From points F and G draw 
lines below and perpendicular to line 
F G. Measure the given 114 in. and 
establish points J and K. Draw lines 
FJ, JK and KG. From points C and 
G, draw lines to the right, perpen- 
dicular to line CG, measure the 114 
in. given height and establish points 
D and H. Draw lines CD, DH and 
HG. 


Short Method, Fig. 5 — 


a) Draw a horizontal line and 
establish point O. From point O, 
draw a line perpendicular to the 
horizontal line. Transfer the 3¢ in. 
cover front slant length (Fig. 1) to 
the left of point O and mark the 
point R. Transfer the 14 in. given 
cover side slant dimension from Fig. 
1 to the right of point O (Fig. 5) 
and mark the point S. Transfer the 
3, in. dimension of the box cover 
(Fig. 2) to the vertical line and 
mark the point N. 

Draw lines NR and NS and 


identify these lines as A and B. 


Box Cover Pattern, Fig. 3 — 


a) Draw the 244 X 3% in. rec- 
tangle W X Y Z. Draw extended 


lines above points W and X, below 


This is a new and accurate ap- 
proach to the development of 
sheet metal patterns that will cut 
costly layout time. The method 
applied to this month’s fitting can 
be used as a guide to develop re- 
lated patterns. 


points Y and Z, Set a compass at 
line length B (Fig. 5) and with 
points W. X, Y and Z as centers, 
draw ares to the extended lines. 
Label each intersection with the let- 
ter T. Through points T draw lines 
parallel to lines WX and YZ. 

b) Transfer the 


length from Fig. 5 to the right and 


given %@ in. 


left of points T on the horizontal 
lines and establish the four points 
P. Draw lines WP, XP, YP and 
Zr. 

c) Extend lines WX and YZ to 
the right and left. Set a compass at 
line length A (Fig. 5) and with 
points W, X, Y and Z as centers 
transfer this length to the extended 
mark the 
Through points U draw lines paral- 
lel to lines WY and XZ. 


d) Transfer the given 14 in. 


lines and points U. 


length from Fig. 5 above and below 
points U on the parallel lines (Fig. 
3) and establish the four points 5. 
Draw the lines XS, ZS, YS and 
WS. 

e) From both sets of lines PP 
and SS measure the given 14 in. 
box cover flange length as shown 
on Fig. 1 to the right and left. 
Identify these eight points with the 
letter Q. Draw the two side rec- 
tangles QSSQ and the top and bot- 
tom rectangles QPPQ. 

Add allowances for seams and 
joints and mark the patterns for 
fabrication. 
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NOTE: THESE PATTERN DIMENSIONS should be multiplied by the 
predetermined ratio figure to produce the actual size of the fitting needed. 








3% 





| 
2" + 2— 
i— — — 3 














at 


ps 


I 


“ 








a: 
“EE 
-\~ T 




















1 Alan view 
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2 Front view 
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3 Box cover 
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5 Simplitied method 





Add Cash Discounts to Your 


SAMPLE BREAKDOWN OF SAVINGS for paying cash on 
each heating and air conditioning equipment order for a 
year illustrates wisdom of maintaining reserve for this 
purpose 





Amount of invoices 
paid Month 


2,000 Jan 
1,000 Feb 
3,000 March 
5,000 April 
20,000 May 
25,000 June 
45,000 July 
40,000 Aug 
40,000 Sept 
14,000 Oct 
5,000 Nov 
4,000 Dec 





$204,000 Total 





RECENTLY, A DEALER-CONTRACTOR received a contract for 
installation of 35 warm air heating systems in a new 
subdivision. Having ample storage facilities, he ordered 
all the materials he needed at one time. His wholesaler’s 
salesman, making his weekly call, noticed the statement 
for this material on his desk. 

“I suppose,” the salesman said, “you are going to pay 
cash for all that material, so you'll get the cash discount.” 

“Cash!” the dealer-contractor exclaimed. “I haven't 
got that much money.” 

“Seems to me,” the salesman observed, “that you could 
borrow some money, take the cash discount, and still 
make a profit on the transaction without any more effort 
than going to the bank and signing a note. 

“You think so?” replied the dealer-contractor. “Let's 
figure out just what I could save.” 


Two Percent Adds Up 


The salesman pointed out that the cash discount on 
most of the material was 2 percent if paid in 10 days 
not a huge saving on small volume purchases, he noted, 
but on a big order such as the dealer-contractor’s 35- 
unit purchase, it runs into money that shouldn’t be al- 
lowed to get away. 

Since the discount was more than 2 percent on a few 
items and less on some, he totaled the discounts for each 
invoice and informed the dealer-contractor that he could 
save exactly $210 by paying cash. 

Pursuing the issue from the standpoint of time, they 
found the work could be scheduled so collections could 


he made each month, and a bank loan for the full amount 


Profit Column 


could be repaid within 90 days. beginning at the end 
of the first month. 

The salesman produced three tables (see reproduc tions 
on these pages ) for the dealer-contractor to use for qui k 
reference in future transactions to determine the addi 
tional profit he could make on materials if he used his 
own cash reserves or borrowed money to pay cash. 

Table 1. Profits from Cash Discounts At Different 
Rates, lists 1, 2. 3 and 4 percent cash discounts in dol- 
lars for various amounts. ranging from $100 to $10,000. 
Table 1 shows at a glance, for example, that if the cash 
discount is 2 percent for payment within 10 days and the 
statement is $100, $2 can be saved: if the statement is 
$1000. the saving will be $20; and so on. 

Assuming the original statement was for $10,500. the 
table shows that $200 represents the 2 percent cash dis 
count for $10,000 and $10 is the 2 percent cash discount 
for $500. Thus, the saving for paying a $10,500 bill with 


in 10 days amounts to $210. 


Breaks Down Savings 


Table 2 shows the savings which can be realized if: 
1) the dealer-contractor uses his own money, or 2) he 
borrows it from a banking institution at 5 percent annual 
rate and repays it within 30, 60 or 90 days. The amount 
shown is what the dealer-contractor will save even 
if he borrows the money by taking advantage of the 
2 percent, 10 day discount. 

Let's assume the dealer-contractor paid the $10,500 
within the 10-day limit with money borrowed at 5 percent 
per annum. If he failed to repay the full amount until 
near the end of the 90 day period, he would still have 


earned $78.96 by putting borrowed capital to work. 


Sample Illustrates Point 


This dealer-contractors annual purchases totaled 
$204,000. His monthly invoices are recorded in the left 
column of the sample monthly breakdown worked out to 
show the dealer-contractor how much he could have saved 
by taking advantage of the 2 percent discount. 

This yearly record established that an additional clear 
profit of $4040 could have been made via the 2 percent 
discount. While this is theoretical, it illustrates the im- 
portance of paying cash according to the discount terms 
of each statement, even though loans may be necessary 
occasionally. 


Obviously. its more profitable to take the cash out of 
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Don’t underestimate the value of your supplier’s discount for prompt 


payment of statements for materials—two percent savings on every order looks 


pretty big when the year’s profit is totaled in your books 





TABLE 1—CASH DISCOUNTS AT COMMON RATES add up 
to impressive savings on large-volume orders 





Statement 1%, | 3% 4%, 


$ 100 11\$ 2/1$ 3 '$ 4 
200 Ss 6 8 
400 8 12 16 
500 10 15 20 
800 16 24 32 
900 18 27 36 

1,000 1 20 30 40 
2,000 2 40 60 80 
3,000 3 60 90 120 
4,000 4 80 120 160 
5,000 50 100 150 200 
6,000 60 120 180 240 
7,000 70 140 210 280 
8,000 80 160 240 320 
9,000 90 180 270 360 
10,000 100 200 300 400 











TABLE 2—DISCOUNT OF 2 PERCENT for cash payment 
represents clear profit on orders over $500, even if 
money is borrowed for 90 days at 5 percent per year 





If invoice If entire If entire If entire 
is paid it is tis t is 
from cash borrowed borrowed borrowed 

reserve at 5 per- at 5 per- at 5 per- 

without cent for cent for cent for 

Statement borrowing 30 days 60 days 90 days 








500 $ 10 $7.92 $5.84 $3.76 
800 16 12.67 9.34 6.01 
900 18 15.25 11.50 6.75 
1,000 20 15.84 11.68 7.52 
2,000 40 31.68 23.36 15.04 
3,000 60 47.52 35.04 22.56 
4,000 80 63.36 46.72 30.08 
5,000 100 79.20 58.40 37.60 
6,000 120 95.04 70.08 45.12 
7,000 140 110.88 81.76 52.64 
8,000 160 126.72 93.44 60.16 
9,000 180 142.56 105.12 67.68 
10,000 200 158.40 116.80 75.20 











a bank account than to borrow it. It might be wise to 
arrange for more capital in the business so a surplus can 
be maintained to provide cash for paying invoices 
promptly. 

Some dealer-contractors have organized corporations 
and sell stock to one or more relatives or friends who can 
furnish the additional capital. Before doing this, of 
course, it would be advisable to estimate the total income 
for several years to determine how much money would 
be needed to pay stockholders. Such a computation, based 
on past records. would show what could be earned over 


and above the amount being earned now. 


Get Cash for Work 


Another way to build capital is to devclop a policy of 
obtaining cash for each job as soon as it is completed. 
Even though this practice cannot be carried out 100 per- 
cent, it is good business to keep as few accounts receiva- 
ble as possible on the books. 

It is neither common nor advisable for a dealer to offer 
a discount for cash. as does his supplier. Again, good 
business practice dictates that an understanding be es- 
tablished when the contract is signed that full cash pay- 


ment is due upon completion of the work. (If financing 


is offered. arrangements should be made to have the 


cash as soon as possible from the financing institution. ) 
The subject of cash payment of course should be broached 
diplomatically, as: “Mr. Brown, I’ve estimated the cost 
of this job on the assumption that you will pay cash when 
the work is finished.” 
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Collect in Person 


Some dealer-contractors present their statements in 
person, rather than mailing them. The fact that the 
dealer-contractor or his representative is present when 
his part of the obligation is fulfilled, just as he was when 
the contract was signed, reminds the customer of the 
agreement. Besides, it is much easier for a customer to 
put off paying a bill he has received hrough the mail than 
to offer an excuse to the man who has performed the work 
and is standing in front of him. 

Some dealer-contractors schedule a visit to each cus- 
tomer about 30 days after the statement has been 
rendered, to make sure he is fully satisfied with the job, 
and to remind him of his obligation. If the customer 
appears satisfied but fails to offer payment for the work, 
the dealer-contractor asks, “Would it be convenient, Mr. 
Brown, to pay for this work now? I have several jobs 
ahead which make it necessary for me to stock quite a 
lot of new material. I like to pay my bills promptly and 
it would help if you could give me a check for the 
amount.” 

In borrowing money from a banking institution to take 
advantage of a cash discount, borrowers usually find 
bankers more receptive to the loan request when they 
learn that the money is needed to pay cash because of 
the discount offered by the supplier. It’s a good idea to 
show him the supplier’s statement as evidence of the 
amount of cash discount and the length of time needed 
to repay the money borrowed. Dealer-contractors should 
be willing to explain the source of funds from which 
they expect lo repay a loan. 





PRACTICAL APPLICATIONS 


for engineering, installing and servicing 


Complete Inspection 


Sets the Stage 


For Independent 


Cooling System 


..in an old house with a hot water heating 


system. Here, in case history form, are the steps nec- 


essary to provide the most efficient and economical 


summer comfort in a typical building which wasn’t 


constructed with air distribution in mind 


CONVINCED THAT MANY home owners 
do not enjoy summer comfort simply 
because they are only vaguely famil- 
iar with it, an air conditioning dealer- 
contractor early last spring initiated 


an intensive neighborhood 


door-to- 
door promotional campaign offering 
each home owner the story of residen- 
tial air conditioning, applied to his 
individual need. To assure accuracy. 


asked 


sion to inspect each property several 


the dealer-contracto1 permis- 
days before the interview to study 
problems and prepare solutions. 
Handbills distributed throughout the 


neighborhood clearly stated that the 
survey was primarily informative and 
absolutely no obligation would be 
assumed by anyone seeking the infor- 
mation offered. Although the cam- 
paign reached each home owner in 
the selected area. the dealer-contrac- 
tor directed special attetition toward 
home owners W ho already owned win- 


dow units. 


Survey Precedes Bid 


After inspecting each house, the 
dealer-contractor brought the home 


By S. W. Reid 


Air Conditioning Engineer 


Gilbert Associates, Inc. 


owner! skete hes of the house floor plan 
upon which he had roughed in his 
suggestions for the best and most 
economical air conditioning arrange 
ment. He also brought promotional 
literature describing the equipment 
he recommended and photographs of 
previous jobs he had installed in the 
area. He had preliminary cost esti- 
mates, operating cost figures and sug- 
gestions for financing. The visit was 
informal to create a friendly atmos 
phere and demonstrate personal inter- 
est. 

Following the interview the home 
owner was asked whether his interest 
in air conditioning his home was 
intensified or lessened. If he indicated 
the latter, he was thanked for his time 
and invited to contact the dealer-con- 
tractor if he had a future change of 
mind. If he indicated increased inter- 
est. he was asked when he might con 


sider a formal proposal, The answet 
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1 MAIN FLOOR of house described is cooled through 
baseboard diffusers fed by ducts under the floor. None of 


the partitions lines up between first and second floors ex 


cept at stairway, so 


given by the owner of the house illus- 


trated was “the sooner the better.” 


Want Independent Cooling 


Let’s assume we are assisting this 
dealer-contractor in his campaign by 
making the initial survey of the house 
illustrated. One of the first things we 
notice in the house is the hot water 
heating system. The housewife tells 
us a hand-fired burner was replaced 
about six years ago with an automatic 
oil-fired 


time, a circulator 


heating unit. At the same 
was installed. The 
family is not interested in a new heat- 
ing system and would like to consider 
an air conditioning system which is 
entirely independent. 

We sketch the floor plan, indicating 
room and window sizes and house 
orientation. We know from experi- 
ence that it is often difficult to find 
a location for the kitchen supply reg- 
ister; therefore, we make a detailed 
sketch of the kitchen layout for study. 
Various 


construction features and 


other important factors are jotted 


down. For instance, wall construction 
is noted as frame, consisting of stuc- 
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“ol 1, 40" 
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2 SECOND FLOOR rooms are served by single stack 
which runs along chimney to the attic, then feeds ceiling 
diffusers in rooms. Return air for both levels is collected 


by grille in kitchen partition 


co. insulating board sheathing. studs 
and plastered gypsum lath. Glass is all 
single, and there are no storm win- 
dows. Two inch batt insulation is in- 
stalled in all second floor walls and 
ceilings, which are directly under an 
asphalt shingle roof. 


Analyze Latent Load 


On the basement sketch we spot 


the heater, oil tank and hot water 
tank and choose a tentative location 
for the air conditioning equipment. 
We also select and note methods of 
returning air from the conditioned 
spaces to the basement. We locate a 
floor drain in the laundry area for 
disposing of the condensate which 
will drain off the cooling coil. This 
drain, we find, connects to the city 
sewer. The basement floor is concrete 
throughout. There is no evidence of 
dampness due to ground moisture 
penetration so we discount the base- 
ment floor and walls as major factors 
in the latent load. 

We spot the electrical panel on the 
basement plan and find that the ca- 
pacity of the service is typical of 


houses in this section—adequate in 
its day, but obviously insufficient to 
serve any major load increase such 
as the air conditioning equipment will 
impose. From our previous experi 
ence with the power company in this 
section, we know what changes will 
much 


be necessary and about how 


they will cost. 


Checkout Alters Plans 


We notice that the west side is well 
shaded by trees and we find ample 
space for locating an air-cooled con- 
denser in the back. The all-important 
final checkout brings to light that the 
housewife forgot to tell us they would 
not want to include the trophy room- 
entrance hall in the conditioned area. 
Thanking her, we set up an evening 
appointment with her and her hus- 
band to give them the results of and 
recommendations from the survey. 

Back at the office we get out Na- 
tional Warm Air Heating and Ait 
Conditioning Association’s Manual 11 
and calculate the cooling load for the 
house on the worksheets provided 
with the manuals. If the supply of 





TABLE 1 


are converted to heat factors 


HEAT LOAD CALCULATION is made from room measurements 


related to construction details which 





Heat eat 





TABLE 2 — SENSIBLE AND TOTAI 
loads for rooms are calculated without 
accounting for shade (col. 1) and con- 
sidering effects of shade (col. 2). Air is 
distributed at rate of 400 cfm per ton. 
Figures are rounded to nearest 5 for con- 
venience 





3 








sensible Btuh 

15 percent tor 
ventilatidr 
Total sensible 
) percent for 
latent heat 


Total 





worksheets has been exhausted, a 
form similar to Table 1 can be pre- 
pared. Across the top, each room is 
listed at the head of a column. Next. 
areas of windows, walls, partitions 
and roof are entered on the appropri- 
ate lines. 


Find Net Wall Area 


For each room the gross exterio1 
wall area is found by multiplying the 
length times the ceiling height (in this 


54 


r from NWAHACA Manual 11 


r from NWAHACA Manual 11 


34 10 deg temperature ditterer 





case it is 8 ft on each floor). Glass 
areas are subtracted to arrive at net 
wall areas. Doors in the kitchen and 
bedroom no. | are considered as win- 
dows for the calculations. The only 
“warm” partition is between the liv- 
ing and trophy rooms. The basement 
is closed and remains cool so there is 
no heat gain through the first floor. 
Heat will be gained on the second 
floor through the roof and room ceil- 
ings. so these areas are entered in 
our table. 

Our next step is to determine the 
rate of heat gain through each 
square foot of exposed surface. Our 
listed in Table 1 


Heat Factor, require consideration. 


findings, unde 
In Manual 11 we find a basic table 
for heat gain through bare glass. 
These values can be reduced, if the 
glass is shaded, by multiplying by 
the applicable shading factors. In 
our case we have two north doors 
which are considered as glass. For 
these the full north glass factor of 37 
Btuh per sq ft is entered in our table. 
No further correction is necessary 
since our outside-inside design tem- 
perature difference is 15 F, the basis 
for the values given. East, south and 
west walls all have windows which 
are shaded by white venetian blinds 
inside. The factor for this arrange- 
ment, not given in Manual 11, can 
ASHAE Heating. 


Ventilating, Air Conditioning Guide 


be found in the 


as 0.62. Applying this figure to the 
bare glass factors of 44. 36 and 230. 
22 and 142 


in our table for glass in the east. 


we enter the values 27. 


south and west areas, respectively. 


Wall Factors Are Variable 


Heat factors for the walls are cal- 
culated differently than 


those for the windows. in that it is 


somewhat 


necessary to find both the U values 
(Btuh/sq ft/deg F) for the partic 
ular construction and the assumed 
temperature difference between in- 
side and outside wall surfaces. The 
latter values incorporate adjustments 
for solar radiation and heat storage 
effect or lag as well as for the varia- 
tions in actual dry bulb temperature 
difference between inside and out 
doors. 

The construction of the white stuc- 
co-covered frame walls has been de- 
scribed. There is no insulation be- 
tween the studs. Since this type of 
wall is not listed in Manual 11. we 
ASHAE Guide, 


value is 0.22. 


again refer to the 
where we find the | 
The | 
struction with the 2 in. batt insula- 
tion is 0.10. 


value for the roof-ceiling con- 


Now we need the temperature dif- 
ference e fac tors. Their selection de 
pends partly on the geographical lo- 
cation of the house, which we find in 


the zoned map in Manual 11 is in an 
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area of medium daily outside tem- 


perature range, covered by a specific 


table of values. Since our basic de- 


sign temperature difference is 15 F 
(95 F 80 F) and the wall is light- 
colored frame. we find temperature 
north. 14: east. 
14; south, 20; and west. 28. We also 
find the value for the roof is 50. 
Multiplying these 


spec tive | 


factors as follows: 


factors by the re 
values for the walls and 
roof, we obtain the heat factor values 
entered in Fig. 2. For the warm par- 
tition, Manual 11 shows a | 
O34 


value of 
which, multiplied by the as- 
sumed temperature difference of 10 


F. gives a heat factor of 3.4. 


Rate People, Appliances 


Two remaining factors enter into 
the sensible heat calculation of Table 
1. One is people ; the other. appli- 
ances. In our case, four people are 
permanent residents. We choose to 
enter this load as part of the living 
room load rather than distribute it in 
accordance with Manual 11. Estimat- 
ing the appliance load is quite in- 
volved. We choose to enter in the 
kitchen load an additional 1200 Btuh 
to allow for cooking, the refrigerator, 
gas pilot lights, the conditioned air 
fan, etc. This is just an empirical 
value developed from experience and 
recommended by at least one author- 
ity 


We now summarize our room sen- 


sible heat loads in Table 2. To these 
loads we arbitrarily add 15 percent 
for cooling outside air which infil- 
trates the house. (We plan no direct 
outside air connection to the system 
since the 


than will 


amount is less 
unavoidably). We 


add an additional 30 percent for la- 


required 


entet 


lent load. Both of these additions are 
recommended in Manual 11. 

The results of our preliminary 
calculation are entered in column 1 
of Table 2. 


house 


wherein we see that the 
total 


23,260 and 29,325 Btuh, respectively. 


sensible and loads are 
At first glance it appears we need a 
3 ton unit for this load since the cor- 
responding capacities would be about 
27.000 and 36,000 Btuh. A 2 ton 
unit with sensible and total capac- 
ities of 18,000 and 24.000 Btuh 


AMERICAN ARTISAN, December 1958 





THIS SPECIAL SERIES 


. « - on subjects of interest to 
residential air conditioning 
dealer-contractors is based 
on the author’s wide experi- 
ence and on constant analy- 
sis of the field by American 
Artisan’s editors. 


IT ALL BEGAN 


. . . with a complete rundown 
on fundamentals in 20 arti- 
cles beginning in August, 
1952 American Artisan, de- 
scribing basic operation of 
air conditioning equipment. 





SPECIFIC PROBLEMS 


... treated in the next phase 
of the series covered mainte- 
nance, service, installation 
and management. 


NOW 
PRACTICAL APPLICATION 


. . - to solve common prob- 
lems which have been expe- 
rienced by the author and by 
dealer-contractors are cov- 
ered in the current selection 
of case histories, procedure 
outlines and specific ex- 
amples. 





would seem too small. Before making 
our choice, however, we review the 
load calculation in search for any 
possibility of reducing the heat gain. 
The calculated gain through glass on 
the west side strikes our eye. In mak- 
ing this calculation, we had assumed 
that this glass was shaded only by 
the inside venetian blinds, for which 
the shading factor was 0.62. We find 
that we overlooked the large trees to 
the west, which completely shade the 
west windows. So we could have used 
factor of 0.30, 
save 3820 Btuh in 
heat. Our 


a shading which 


would internal 


sensible load summary 
would change to the values shown in 
Table 2. 


compensated by a 2 ton air condi- 


column 2, which could be 
tioner. We explain to the owner how 
we calculated the load and advise 
him that if the trees are ever re- 
moved, he may have to resort to awn- 
ings or louvered shading screens on 
the west windows. 

Having selected a 2 (on unit, we 
design for air distribution at the rate 
of 400 cfm per ton and apportion the 
air to the various rooms in accord- 
ance with the internal sensible heat 
load. 


Run Single Stack to Attic 


Our next step is to plan the duct 


and air distribution system. Our 


Hoor plans (Figs. 1 and 2) show that 
none of the partitions lines up be- 
tween the first and second floors ex- 
cept at the stairway. The best way to 
get air to the second story rooms is 
through a single stack along the 
chimney to the attic space and then 
to ceiling diffusers in the rooms. This 
stack can be furred in and plastered 
inexpensively and without extensive 
structural alterations. Return air will 
flow down the stairway into a grille 
in the kitchen partition as shown on 
page 53. 

On the first floor, air will be dis- 
tributed through baseboard diffusers 
in the three indicated. 
These diffusers will be fed by ducts 
floor. The arrangement 
will not interfere with the radiators 


rooms as 
under the 


and should provide draft-free circu- 
lation. First floor return air will pass 
through the same grille which col- 


lects air from the second floor. 


All Ducts Insulated 


We size our ducts from informa- 
tion in Manual 11, using rectangular 
ducts in the basement and round 
ducts in the attic. All ducts will be 
insulated with a vapor barrier on the 
room side to prevent sweating and 
loss of unit capacity. All registers are 
selected from the catalog of a reputa- 
ble manufacturer. 








Air Conditioning Survey 


Bares Useful Market Data 


Danville, Ill. Poll of 372 consumers 
exposes pressing need 

for public education and aggressive 
sales promotion to dispel mistaken 

opinions about the functions 


and benefits of central air conditioning 


foleet) 7-Nile). Number Percent 


Professional, semi-profes- 
sional, proprietors, 
managers and officials 92 

Salesmen, clerical 
workers 46 

Craftsmen, foremen, 
operatives 102 

Service workers, domes- 
tics and laborers 56 

Retired 

Unknown 


torn 


Room Unit Central Unit 
FUNCTION (percentages) (percentages) 


Removes water 
Adds water 
Removes dust 
Removes pollen 
Circulates air 
Don't know 


AMONG THE MANY prerequisites for success as a dealer- 
contractor is the ability to analyze the local market and 
direct promotion accordingly to get the best results for the 
money invested. Consumers don’t follow the same pur- 
chasing pattern year after year they re as easily in- 
fluenced by glamour and “keeping up with the Joneses” 
as they are by necessity. The merchandiser who can de- 
velop consumers’ desire for his product will see his sales 
volume grow. 

To develop consumer acceptance of a product, the mer- 
chandiser must know his market. The most effective way 
to uncover consumer preferences and whims is to survey 
the market area. With the information obtained from 
his survey, the merchandiser can carefully direct appeals 
to those who are most likely to be good prospects. 

Surveys often reveal surprising facts. Accepted opin- 
ions of consumer interests are frequently shattered by 
facts. Firsthand knowledge can prevent waste of effort 
and money. Among the many factors that influence con- 
sumer attitudes are the season, the neighborhood and the 


geographical location of the community. 


Surveys Pay Off 


Local market surveys need not be expensive. Money 
spent in this direction is a wise investment which pays 
off in helping the dealer-contractor select the best ad- 
vertising media, slant advertising properly, locate pro- 
ductive markets and formulate the approach to be used 
by his salesmen. 


Analyze Slow Season Market 


A central residential summer air conditioning market 
survey conducted in Danville, Ill. produced several reveal- 
ing facts about consumer attitudes. The survey was con- 
ducted by a group of college students early in November 
to find out if home owners could be interested in’ pur- 
chasing central residential air conditioning during the 
fall. The object was to find out if leads and sales could be 
developed that would provide work for installation crews 
during the normally slow season. 

The Danville survey was conducted among 372 people 


engaged in widely varying occupations (see Table 1). 


Sidestep Personal Opinions 


Each person interviewed was asked 42 questions. To 
avoid conjecture by respondents, they were not told that 
the purpose of the survey was to learn their opinions of 
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TABLE 3—AIR CONDITIONER ranked eighth as first choice, sixth as second choice and third as 
third choice in answer to pointed question: ‘‘Which three (in order of preference) of these prod- 
ucts, not bought during the past year, would you now buy if you could afford them?”’ 


Television set 
Automobile 
Automatic washer 
Automatic dryer 
Second car 
Hi-fi set 
Wall-to-wall 
carpeting 
Living room 
furniture 
Air conditioner 
None of the above 





TABLE 4—ALL INTERVIEWEES responded to 
simple query: ‘‘You’ve been in air condi- 
tioned stores, theaters, or other public 
buildings . . . have you ever been in an air 
conditioned home?’”’ 


TABLE 5——-NON-OWNERS were asked: 
‘“‘Have you Seriously considered the pur- 
chase of an air conditioning device?”’ 


Yes 
No 


Did not reply 14.8 


central residential air conditioning, although these an- 
swers were solicited to provide a basis for slanting sales 


promotion toward the layman’s views of the subject. 


Range of Opinions Is Interesting 


The variety of opinions about the primary function of 
an air conditioner was one of the most interesting survey 
revelations. Table 2 shows. in percentages. what functions 
the respondents believed a room unit and a central unit 
perform. 


Need Public Education 


From the close correlation of answers (Table 2), espe- 
cially in regard to removing water, dust and pollen, and 
adding water. we can reasonably conclude that the pub- 
lic knows very litthe about these features, This is par- 
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8.9 10.2 


12.1 10.8 
7.0 9.2 


25.8 134 36.0 





ticularly significant because it is in these areas that the 
central unit is far superior to the room air conditioner. 
The public apparently doesn’t know this. 


Many Answers Ill-Founded 


Another question which brought significant replies 
was, “Is there anything you don’t like about air condi- 
tioning?” Two-thirds of the respondents gave aflirma- 
tive answers. But 48 percent of non-owners of air condi- 
tioning units listed reasons for not liking air condition- 
ing (unhealthy, 12.1 percent; too great a change from 
warm to cool air, 19.4 percent; keeps house too cold. 16.9 
percent) which were not mentioned at all by owners of 
central air conditioning. In other words, almost half the 
potential customers dislike air conditioning for reasons 
that exist only in their minds. 


Are Sources Reliable? 


And where do they get their opinions and knowledge 


about air conditioning? In response to the question, 


“From what sources have you received your information 
about air conditioning?” fifty-six percent cited non-au- 
thoritative sources their own observations or experi- 
ences or those of friends and relatives. 

Only 12.7 percent of the respondents listed advertising 
as their only source of information. Other sources which 
can be considered reliable dealer-contractors, articles, 
pamphlets and salesmen added up to another 20.1 
percent. Thus, only one-third of the answers were founded 
on authoritative information. 

The answers to other survey questions, while not as de- 
cisive as the findings quoted, drew similar pictures. 

Judging from the Danville survey. we must conclude 
that the public does not know what central air condition- 
ing is. 





Double-Check Service 
Contract Piles Up 
Modernization Leads 


THOROUGH EXPLANATION of customer instruction card includes an 


actual dry run, demonstrating functions of each component listed on the 
card 


e Properly-functioning heating systems build cus- 
tomers’ confidence in dealer-contractor’s work 

e More frequent contact with customers increases 
servicemen’s opportunities to discuss modernization 

@ Free emergency service at night and on holidays 
. 7 - . eye 
impresses customers with company’s reliability 


58 


NON-CONTRACT service cus- 
tomers with a record of fre- 
quent calls are sent copies of 
American Artisan’s Standards 
for Rating Heating Systems 
along with a letter telling how 
service calls can be reduced and 
greater comfort enjoyed by hav- 
ing their systems modernized 


\ TWICE-A-SEASON inspection and ad- 
justment contract is bringing in lots 
of modernization leads for Sloane 
Heating and Air Conditioning Co.. 
Lansing, Mich. 

Keeping equipment in top working 
order throughout the heating season 
serves three purposes: 1) It builds 
contract customers’ confidence in the 
company's ability to install and serv- 
ice equipment properly; 2) it gives 
company employees more opportun- 
ities to tell their customers about 
new methods of air distribution and 
new equipment designed to improve 
the comfort in their homes; and 3) 
the emergency night and_ holiday 
service at no extra cost builds cus- 


tomer sood Ww ill. 


Mid-Season Check Pays Off 


The contract calls for complete 
on-the-job cleaning of the mechanical 
equipmen', adjusting or replacing 
worn controls and a_ performance 
check-up just before the heating sea- 
son; and a second inspection and 
adjustment in January or February. 
This second call accomplishes three 
important functions: 1) It enables 
servicemen to head off malfunctions 
caused by clogged air filters, worn 
blower bearings, rusted humidifiers, 
etc. before major repair jobs are 
necessary, thereby building customer 
appreciation for the service; 2) it 


makes the home owner more aware 
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.. «eee EXISTING DUCT SYSTEM is used 
wherever possible in moderni- 
zation work. On-the-spot 

measurements of ducts and... 








DETAILED DRAWINGS assure 
accuracy of necessary new fit- 
tings and connections to exist- 
ing system 





of the job being done by his heating 
system and gives him a chance to ask 
questions while the equipment is 
operating; and 3) it keeps the serv- 
ice department busy during periods 
when it might otherwise be idle 

The twice-a-year inspection con- 
tract is offered to owners of both 
gas- and oil-fired furnaces. The con- 
tract for oil-fired furnaces sells for 
$25 and for 





gas-fired furnaces, $16. 


Letters Offer Service 





Contracts are offered via direct 
mail to prospects who have not used 
the service and to new customers 
who have subscribed to the service 
for only one year. The contract is 
introduced in a letter which stresses 
the importance of preventive main- 
tenance and lists 12 services that are 
essential to prope! performance of 
equipment throughout the heating 
season. Interested home owners are 


invited to return a_ self-addressed. 














prepaid postal card enclosed with the This approach simplifies renewal tions, burned-through or ruptured 
letter. of the contracts, and eliminates the heat exchanger casings, etc. are im- 
In May, each holder of an inspec- complications of signing and discuss- mediately brought to the attention 

, tion and adjustment contract re- ing a lengthy contract every year. of the home owner as well as to 
ceives a reminder that the heating Joseph C. Sloane, owner of the com- 
season has ended, and that he has ’ ; ; pany. Mr. Sloane follows up the lead 

Troubles Bring Sales Call : 

been served according to the con- by preparing a complete presenta- 
tract, which has now expired. He is The thorough checkup of each tion on what modernization will 
urged to renew the contract for the heating system by the serviceman mean to the home owner. This pre- 
next heating season by signing and during his periodic inspections often sentation includes not only the cost 
mailing the enclosed prepaid, self- opens the door to a modernization of repairing the existing system but 
addressed postal card. sales presentation. Major malfunc- also a complete layout of a moderni- 
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MORNING CHECK-OUT of service truck stock enables 


men to complete most service calls without returning to 


the shop for parts 


zation job and the cost involved. A 
floor plan showing existing ducts and 
air discharge openings is compared 
with a similar layout illustrating new 
ducts, discharge air openings, and 
additional equipment. Mr. Sloane 
emphasizes that existing ducts are 
used wherever possible to keep the 


cost at an absolute minimum. 


Standards Back Presentation 


One of the strongest sales tools 
Mr. Sloane has found is American 
Artisan’s Standards for Rating Heat- 
ing Systems card, to which he refers 


constantly in his presentation to 


batiat oF. 


MAJO 


R REPAIRS are performed in the shop which has 
well-equipped test bench for checking overhauled parts 


before they are sent back to the job 


point out that poor heating systems 
no longer need be tolerated, that the 
advantages of a “Good” heating sys- 
tem can and will be obtained by 
complete modernization. 

He backs up his recommendations 
with literature describing the equip- 
make the 
modernization a complete, up-to-date 


ment he recommends to 
job. 

When the job is sold, the sheet 
metal shop foreman visits the site 
and makes all necessary measure- 
ments for new duct work and altera- 
tions in the existing duct system. He 
carefully notes the physical features 
of the job and designs the duct sys- 








WHEN SERVICEMEN SPOT 
TROUBLE in service cus- 
tomer’s heating system, 
sales portfolio is pre- 
pared, containing litera- 
ture, layouts and other 


tools for selling com- 


plete modernization job 








tem accordingly, selecting the best 
locations for the new equipment and 
the duct work. After laying out the 
new duct system. he details each of 
the non-standard fittings needed to 
make the system perform properly. All 
non-standard fittings for moderniza- 
tion work are made in the company’s 


shop from the detail patterns. 


Offer Service in Follow-up 


Completion of the _ installation 
brings the serviceman to adjust and 
test the system. Then Mr. Sloane re- 
turns and shows the customer how 
the equipment operates, outlines the 
owner's responsibilities and discusses 
other essential features the customer 
needs to know. He explains the one- 
year free service guarantee, and fol- 
lows up with a discussion of the 
twice-a-season inspection and adjust- 
ment contract which he recommends 
for the second and ensuing years. 

The company’s panel _ service 
trucks are kept spotlessly clean. Large 
signs identify each vehicle with the 
company and announce its services 
to the public. The service trucks are 
checked every morning to make sure 
they contain adequate supplies of 
parts and equipment to avoid unnec- 
essary returns to the shop. 
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Solve your motor problems with Century Electric’s 
complete fractional-horsepower line 


You can make your job easier with Century 
Electric’s complete line of fractional-horsepower mo- 
tors. Here’s how: 

Easy ordering—You save time because you get 
answers to all motor problems from one source. This 
means you don’t have to shop around for the motor 
you need. You name it—capacitor, jet pump, unit 
heater, oil burner, brake, gear—any one you want, 
and in all types of enclosures too. 

Fast shipments—From Century Electric’s com- 
plete stock you can get a motor for any standard 
application. In addition, motors are packed in sturdy 
boxes so if you reship you know they’ll arrive in 
good condition. 


Application know-how-— You want to be sure you 
have the right motor for the job. And if you need 
expert help, you can get it from your nearest Century 
Electric sales engineer. He knows motors inside and 
out because he sells, applies and thinks motors day 
after day. 

This is why you get more than just a motor from 
Century Electric. You get a quality product, fast 
answers and engineering application know-how on 
motors up to 400 hp—all from one source. 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 





COMBINATION PATTERN 
No. U412, 12” only. 


SNIPS FOR EVERY SERVICE 


-) 


HEAVY DUTY PATTERN 
No. U416, 16” only. 


STANDARD PATTERN, No. S410 


Seven other sizes, 7° to 14 


CIRCULAR CUTTING PATTERN 
No. 1412, 12” & 147, 7”. 


AVIATION SNIPS, No. VI9R 


Right Hand, Cuts to left. AVIATION SNIPS. VI9L 


NEOPRENE INSULATING SLEEVES 


Available for all Aviation Snips. Here shown 
Crescent Tinners’ Snips are forged of selected on No. V19S, straight cut. 


steel and blades ground on special grinding 
machines. They are hardened by Crescent’s own AVIATION SNIPS. Keenly ground, hard, tough 


, : 7 ; a alloy steel blades with machine serrations...can be 
selective induction process to insure long, satis- 


: factory reground. Compound leverage produces 
factory service. These easy-cutting, well-balanced tremendous shearing power. Three patterns. 


snips are made in four patterns; standard, circu- ee ee 


lar cutting, combination and heavy duty. . 


CRESCENT TOOLS — 


Sold by hardware dealers and industrial distribu- Give Wings lo le f —?> cc} 
yy) \ 


tors everywhere. 


Sign of lhe Vhrlisan 
Synll of Curcllenee 


Crescent is our trade-mark, registered in the United Stotes and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere and made only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YOR K 
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ore to Sell* 


3 NEW MODELS! 


AUTOMATIC-ELECTRIC 
HUMIDIFIERS 


PLENUM MODEL — for forced air furnaces. Easily mounted 
on warm air bonnet. Uses plenum heat for evaporation — 
furnace fan and ducts for distribution of humidified air. Two 
models available — Model 110 with capacity of 5.3 Ibs. of 


HIGH CAPACITY —_ oo — Model 112 (New) with capacity of 9.2 Ibs 


POSITIVE CONTROL 


(By Humidistat— Set It, Forget it) 


AUTOMATIC OPERATION 


(Furnishes Exact Humidity Needed — 
But Only When Needed) 


§ UW GS! UNIVERSAL MODEL — installed on or between joists in 
basement or crawl space. Flexibility of installation permits 


baseboard or wall registers. Heat source — steam or hot water. 


BACTE i=7 IA R Ee MOVAL Capacity up to 9 lbs. water per hour. 


Now...you have even more to sell with Aprilaire Humidifiers! 
The unique operational advantages of this newest principle 

of automatic humidification now includes an outstanding 

and revolutionary first—BACTERIA REMOVAL! 

Up to 70° of all bacteria is removed from the air stream 
passing through the Aprilaire...and this new and vital 

health feature is a premium benefit to offer your customers. 
And the Aprilaire’s many other features—positive 

control, high capacity, constantly maintained proper 

relative humidity—all add up to better health, greater comfort PORTABLE MODEL — No installation necessary. Ideal for 
and economy. For more to tell...and sell...it’s the Aprilaire! poy ag ~ Rey en Pe yeghy-  B 


tion, heating or fan only. Capacity up to 4.3 Ibs. water per 
hour. Humidistat is optional equipment. 


ee ce ee ee ee ee ee 
RESEARCH PRODUCTS CORPORATION 
Dept. 91, Madison 10, Wisconsin 


SEND IN COUPON FOR 
COMPLETE INFORMATION 


I'm interested in the Aprilaire. Send me more 
information including literature, prices, speci- 
fications and the profit-making proposition. 





“OC. NAME 





aiieanalt 


RESEARCH PRODUCTS Corporalion 


MADISON 10, WISCONSIN 





ADDRESS 





CITY 





BY 


! 

l 

! 

! 

I 

| 
) 

- » » PRODUCTS OF RESEARCH | 
! 
| 
| 
| 
| 
! 
I 





——$ $$ — 


Dae ee eee ee 
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Good 


ill Letter Cements Customer Relations 


... by emphasizing importance of dealer-contractor’s services 


BUILDING CUSTOMER GOOD WILL is one way of retaining 
business and locating new prospects, says Chester C. 
Duval, Duval Sheet Metal Works, Inc., Lexington, Mass. 
Mr. Duval has established an enviable relationship with 
his customers by sending them annual reminders about 
the importance of periodically servicing their heating 
systems. The letter begins, “We know you are anxious 
to avoid trouble with your heating system; however, a 
heating system, like any other piece of mechanical 
equipment, requires attention periodically. 


Letter Offers Services 


“There are certain things that you as an owner can 
do to help the heating system perform its job properly. 
Other service operations require special instruments that 
you do not have but are essential to economical and effi- 
cient operation of the burner. These service operations 
should be performed by qualified, trained mechanics 
whose services we offer you. 

“To service an automatic winter air conditioning sys- 
tem it is necessary to understand the principles of the 
burner and the controls. A warm air winter air condi- 
tioning system is composed of a ‘heating unit’ (which 
contains the furnace, a blower, an oil or gas burner, a 
humidifier and air filters) ; a ‘distribution system’ (which 
is made up of duct work, warm air registers and return 
intakes); and the ‘control system’ which governs the 
operation of the equipment. 

“Each component of the system is important to the 
satisfactory comfort performance of the entire system 
and requires periodic attention. The best available heat- 
ing unit on the market will not give satisfactory results 
if it is attached to a poorly designed and installed dis- 
tribution system, and vice versa. Most heating engineers 
agree that a properly designed and installed warm air 
winter air conditioning system will provide more indoor 
comfort than any other type of heating plant. 


“Some of the things that you as a home owner can 


do to help your heating system in its performance are: 
1) Oil all motors at least once a year with No. 30 oil. 
2) Oil (or grease) blower bearings once a year. 
3) Clean or change air filters at least once every 3 
months. 
1) Check the automatic humidifier to see that it is 
working and if new evaporating plates are required; 
clean water pan. 


Lists Technical Services 


“Additional annual services which should be _per- 
formed by a mechanic are: 

1) Check fuel burner operation and flue gas CO.. 

2) Check adjustment of draft regulator. 

3) Check smoke stack temperature. 

4) Make a smoke test. 

5) Clean burner electrodes. 

6) Check automatic oil valves. 

7) Change cartridge in oil filter. 

8) Test blower belt to see if it is too loose or too tight. 

9) Clean fan blades on burner and furnace blower. 

10) Vacuum interior of heating unit. 

11) Check combustion chamber for serviceability. 

12) Check operation of all automatic controls. 

“Things you can do if the heating plant fails to operate 
are: 

1) See if fuse is burned out. Replace the fuse and 
if it burns out again, call us for service. 

2) If the fuse is in good condition, check the reset but- 
ton on the control. If the unit starts but cycles off on the 
control a second time, call us for service. 

“We hope this timely reminder will help you enjoy 
another year of carefree comfort. If we can be of service, 
do not hesitate to call on us.” 

Friendly and informative letters such as this build 
customer good will and produce leads. Mr. Duval reports 
this letter is one of his most productive sales promotion 


pieces. 
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.. with the Round Oak =/A70O)(G/75[27/7= 


AN ADVANCED, NEW LINE OF SECTIONAL GAS FURNACES 
FEATURING EXTRA-LARGE BLOWER CAPACITY FOR AIR CONDITIONING 


AIR APLENTY FOR TRUE SUMMER COMFORT—One glance 
at these ratings tells you that ROCKET has what it takes 
for effective summer cooling. 





BTU INPUT —=—_— CFM AT 0.5” ESP 
60,000 1200 
85,000 1600 

115,000 2000 


Larger capacity units coming soon. 


AN IMPROVED “JOB-PROVED” HEAT EXCHANGER— 
Here’s a heat exchanger that’s engineered for top effi- 
ciency. Sectional steel combustion chambers with 
“proved-on-the-job” airflow design are spaced on 41/2” 
centers with 214,” minimum clearance between sections 
to give ample air flow and high heat transfer. Improved, 
quiet-burning, ribbon type burner for high combustion 
efficiency. 

















THE REDSTONE 


. .. for builders who are interested in high quality at 
lower prices. Btu inputs are the same as the Rocket but 
CFM ratings are somewhat less. Furnished with Hon- 
eywell V-81 silent gas valve and a standard heating 
thermostat. Same copper tone finish but no chrome 
trim. 
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CUSTOMER-BENEFIT FEATURES TO HELP 

YOU CLINCH SALES 

@ Pleasing copper tone cabinet handsomely trimmed 
with gleaming chrome. 

@ One thermostat for year-round comfort conditioning. 


@ Approved for close-clearance installations, such as 
closets, etc. 


@ Belt driven blower. 

@ Trouble-free Honeywell V-81 gas valve. 

® Tried and proved by actual in-the-home installations. 
@ AGA approved. 


.. and the price is RIGHT. See your Round 
Oak Distributor. Or write us. 


ROUND OAK COMPANY, INC. 


DOWAGIAC, MICHIGAN 


SEE YOUR ROUND OAK DISTRIBUTOR, YOUR ONE-STOP 
HEADQUARTERS, FOR HEATING, AIR CONDITIONING 
AND HEAT PUMP EQUIPMENT . . . ELECTRONIC AIR 
FILTERS . . . PIPE FITTINGS, REGISTERS AND GRILLES. 





YOU AND THE LAW 


Federal Laws Permit “Good Faith” Price Cutting 


U.S. court sets the legal boundary at the point where 


prices are lowered “‘not to meet, but to beat, competi- 


tion”? and upholds businessmen’s right to adjust prices 


in good judgment 


\ FEW MONTHS AGO a Lnited States 
heard the complaint of a 
dealer that he had been made the 
attrition. His 


competitor classified his activity as 


court 
subject of a war of 
merely vigorous competition. 

The complainant, who had thrived 
undisturbed in his marketing of 
asserted that the 
perpetrator of the price war had not 


voods for vears, 
only reduced prices to meet his own. 


but also had staged an_ intensive 
advertising campaign featuring this 
reduction. The complainant's sales. 
as a consequence, had _ declined 
steadily for over two years. On the 
other hand radical price cutting had 
directly 


been responsible for the 


competitor's very survival in the field. 


Statute Is Qualified 


The complaint was based on a 
federal statute which provides that 
a dealer cannot discriminate in price 
between customers “where the effect 
of such discrimination may be sub- 
stantially to lessen competition or 


tend to create a monopoly in any 
line of commerce or to injure, des- 
This 


prohibition is qualified, however, by 


troy or prevent competition.” 
the statement that the law does not 
prevent a reduction of price “made 
in good faith to meet an equally low 
price of a competitor.” 

The court absolved the competitor, 
observing that while the situation was 
undoubtedly injurious to both deal- 
ers, a loss of profits or economic in- 
jury resulting from this competitive 
situation did not entitle a competitor 
to relief. 

“In short,” said 


the court. “this 


competitor s action may be con- 
demned only if its drop in prices was 
not to meet, but to beat, competi- 
This 


fines the boundary to legal price cut- 


tion.” terminology aptly de- 


Favors Four Customers 


In an earlier action, the Supreme 
Court upheld a lower court decision 
nullifying a ruling by the Federal 
Trade Commission against a distribu- 
tor in a large midwestern city for vi- 
federal 


monopolies. The distributor had cut 


olation of statutes against 
prices to four of its 362 dealer-cus- 
tomers, in the course of a price wat 
in the metropolitan area. The courts 
agreed that the seller may find it nec- 
essary as a matter of survival to meet 
a competitor's lower price offer to 
avoid losing a large customer to the 
competitor. The Supreme Court up- 
held the right of a seller to exercise 
“sound judgment to determine when 
and under what circumstances it will 


reduce its price in order to meet that 





Price cutting is covered in 
state and federal laws 
with which dealer-contrac- 
tors should be familiar. 
This is the last in a series 
of four articles dealing 
with this important subject. 
Previous articles consid- 
ered state laws protecting 
and prohibiting price cut- 
ting, and federal 
against this practice. 


laws 











of a competitor. The law did not re- 
quire this seller to reduce prices in 
any instance; it only authorized it to 
do so under the limitation imposed. 

“This seller had the same right to 
reduce its price in order to retain a 
customer, as it had to refuse to re- 
duce with the risk of losing a cus- 
tomer. The ‘good faith’ defense would 
be meaningless if the seller was re 
quired to reduce its price alike to all 
customers regardless of the quantity 
in which they bought and their abil- 
ity to pay. 

At the same time, a federal appel- 
late court on the Pacific coast was 
hearing a case against a dealer who 
had cut his prices to the level of a 
competitors within a certain area. 
leaving prices unchanged outside the 
area affected by the competition. 

Interpreting the federal law against 
price cutting, the court declared that 
any ruling against lowering prices by 
a firm doing an interstate business 


would not be in the public interest. 


Self Defense Is Factor 


The public is interested in obtain- 
ing goods at the lowest price possible, 
the court explained. “But it is well 
established that Congress did not seek 
by the statute either to abolish com- 
petition or so radically to curtail it 
that a seller would have no substan- 
tial right of self-defense against a 
price raid by a competitor. 

“Congress was dealing with com- 
petition which it sought to protect; 
a monopoly, which it sought to pre- 
vent. There is no presumption set up 
anywhere that merely because there 
is a differential in various areas nec- 
essarily a price discrimination exists. 
But even if discrimination be found. 
it is not in and of itself denounced 
but only when 


destructive conse- 


quences are probable.” 
[Note: While this dise: n applic 
/ 


é t 
ases, it should be at ler 


Ce eS remembered th 
vary in different state 
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when time is money 


Cost conscious plumbing and heating contractors rely on fast installing AMERIVENT 
double-wall gas vent pipe. They know that for approved venting of water heaters, 
furnaces, boilers and space or wall heaters, sturdy lightweight AMERIVENT 

installs quicker with less labor time. 

No waste, cementing or cutting with AMERIVENT. That’s why this complete 
line of snap-together pipe and fittings is first choice for residential and commercial 
gas venting applications. Contractors know too, that across the U. S. and Canada > 
their local AMERIVENT jobber stands ready to supply their individual requirements. 

If you would like to know more about AMERIVENT we invite you to write 
for a completely descriptive catalog. Address AMERIVENT, Dept. cr. 


America’s finest double-wall gas vent for residential and commercial use. 


AMERIVENT 


A Division of American Metal Products Company, inc. 


y 


6100 Bandini Bivd., Los Angeles 22, Calif. 
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IT HAPPENS EVERY TIME — The customer's interest goes up immediately 

. and the door swings open wide . . . whenever a heating and cool- 
ing dealer shows up with an eight-foot Thermo-Base unit . . . bringing 
with him a guarantee of perfect comfort, summer and winter, with no 
drafts. Effective selling is now made simple by the dealer’s complete 
confidence in the comfort results of the Thermo-Base perimeter system 


of air distribution. @ 
Gerwin Industries, Inc. Therme-Base Michigan City, Indiana 
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No. | in a series on better compressor servicing 





SHIFT IDENTIFICATION 
Single dot indicates com- 
pressor made during first 
shift 


SERIAL NUMBER CSA TAG SLOT 


PLANT IDENTIFICATION 
Tecumseh Products Symbol 


MOTOR MANUFACTURER (TP), Marion (M)* Manu- 


BILL OF MATERIAL NO. MODEL NO. 


Initial letter used to iden- 
tify “4 


Describes the compressor for 
us Necessary (among 
other things) to determine 
proper electrical swe Sicaggantes 





facturing Plant 


*Left blank if manufactured 
at Tecumseh Plant 








2 - TOW / 


THREE PHASE 
This space left blank if 
model is single phose 





c y212 


V220/208 
CY 50/60 





183697 
HP2<— PH3 
/ W7.0 








<a 





AMP.-A9.9 











DATE OF MANUFACTURE 
Coded A-M for Jan-Dec 
(omitting 1) including month, 
day, and year 


VOLTAGE CURRENT 

This model draws 9.9 amps 
under air-cooled (A) applica- 
tion, 7.0 amps for water- 
cooled (W) application. 


MODEL JB200 


CYCLE 
This compressor operates on 
50 or 60 cycle current 





HORSEPOWER RATING 


Tecumseh compressor serial plates are as valuable as fingerprints 
in indentifying your particular model. These embossed plates 
which you will find spot-welded to the shell of every Tecumseh and 
Marion compressor, carry all information pertinent to the com- 
pressor. This most recent serial plate revision (effective with 1958 
production) emphasizes legibility and also makes provision by way 
of the slot at the right, for attachment of the CSA (Canadian 
Standards Association) tag where required. Know your serial plate: 
With this information your Tecumseh wholesaler can supply you 
with exact replacement parts or the proper replacement compressor, 


The Leader Serving Leaders in the Air Conditioning and Refrigeration Industries 


TECUMSEH PRODUCTS COMPANY 


MARION, OHIO TECUMSEH, MICHIGAN 
EXPORT DEPT: P. ©. Box 2280, 24530 Michigan Ave., W. Dearborn, Michigan 
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WHAT THE ASSOCIATIONS ARE DOING 





Chicago Area Gets 50 New Sheet Metal Journeymen 


... at apprentice graduation ceremony emphasizing cooperation 


E. B. BROWN JR. (right), chairman of the Ventilation 
and Air Conditioning Contractors’ Association of Chicago 
apprenticeship committee, congratulates James T. Tracy 
Jr. upon receiving his certificate of completion. James T. 
Tracy Sr. (second from left), secretary-treasurer, Local 73, 
and Henry J. Couch, executive secretary, VACCAC, wait 
their turn 


AN ANNUAL DINNER honoring apprentices who have com- 
pleted their four-year training period since the previous 
dinner was held is sponsored each year by the Chicago 
Joint Apprenticeship Committee for the Sheet Metal 
Trade. This year there were 50 new journeymen 14 
more than last year joining the labor force of Local 
73 Sheet Metal Workers’ International Union. This gain 
is the result of intensified effort on the part of the ap- 
prenticeship committee to strengthen the local labor force. 
However, the addition of a larger number of apprentices 
to the journeyman work force was offset by the deaths 
during the past year of 48 journeyman sheet metal work- 
ers belonging to Local 73. 

The joint apprentice committee is composed of repre- 
sentatives of three contractor associations serving the Chi- 
cago area and of Local 73 which serves Cook and Lake 
counties. The contractor associations are the Ventilating 
and Air Conditioning Contractors Association of Chicago. 
the Sheet Metal Contractors of Greater Chicago. and the 
Air Conditioning Contractors’ Alliance. The chairman of 
the joint apprenticeship committee is Roy H. Nelson, a 
member of the Sheet Metal Contractors of Greater Chi- 
cago. James T. Tracy, secretary-treasurer of Local 73, 
serves as secretary of the committee. 

Mr. Tracy, acting as master of ceremonies at the din- 
ner meeting, reminded the new journeymen of their re- 
sponsibility to the employers who had made their training 
possible. He said, “On behalf of the officers and members 
of Local 73 I welcome you as journeyman sheet metal 
workers. The motto of our local is ‘Good craftsmen 


70 


make good employees. Our reputation has been built by 
your fellow members, and you are expected to work hard 
and diligently to maintain the prestige we enjoy not only 
in employer circles in this locality but also in the Inter- 
national Association. 

“The soundness of your apprentice training program 
is due in large part to the interest of your employers, who 
send representatives to a joint apprenticeship committee 
meeting once every month. The program is regularly re- 
viewed. Spots that can be improved upon are discussed 
and paths of action are outlined to keep this apprentice 
training program one of the best in the nation. 

“Your employers are vitally interested in the apprentice 
training program because good journeymen help them to 
cut their labor costs. Thus the sheet metal contractor is 
able to offer competitive prices in bidding against con 
tractors using other types of materials. 

“You are invited to attend the regular meetings of your 
local, to participate in its affairs and to keep up with 
what’s going on both in the local union and in the indus- 
try. By so doing, you will become a more valuable em- 
ployee and can in a measure repay those who have con- 
tributed towards your training.” 

How the sheet metal trade is integrated with the en- 
tire building construction industry was outlined by Ear! 
J. McMahon, president, Chicago and Cook County Build- 
ing and Construction Trades Council. Mr. McMahon 
pointed out to the recent recipients of certificates of com- 
pletion that as journeymen they are important cogs in the 
building trades council. As such, he said, they should be 
responsible for furthering the aims of the construction 
industry as a whole. He suggested that they apply them- 
selves to learning ways of using the new tools being de 
veloped to produce and install better sheet metal products 
and to learning to understand new equipment being in- 
troduced by manufacturers. 

Mr. McMahon noted that as journeymen they also hold 
the responsibility of contributing to the training of ap- 
prentices who will work with them both in the near and 
distant future. Often, he said, the best capabilities of ap- 
prentices are kept hidden because journeymen fail to 
trust apprentices to undertake certain operations that are 
essential to their training and their understanding of the 
sheet metal trade. A journeyman with confidence in ap- 
prentices can help both the union and the employer as 
well as the apprentice himself by passing along tips that 
he himself has learned through constant repetition of cer- 
tain operations. 


(More association news on page 72) 
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Cut, form, hammer (iss) Galvanized Steel Sheets 
—the zinc stays on 


These are the galvanized steel sheets 
that take the sharp bends you see in the best- 
made ductwork. They’re USS Galvanized Steel 
Sheets—strong, yet easy to form. USS Galvan- 
ized Steel Sheets stay protected because the zinc 
stays on. Cut, form, roll, hammer, lock-seam 


United States Stee! Corporation—Pittsburgh 
Columbia-Geneva Steel—San Francisco 

Tennessee Coal & iron—Fairfield, Alabama 
American Stee! & Wire—Cieveland 

United States Stee! Supply—Stee! Service Centers 
United States Stee! Export Company 


these sheets—no zinc flakes off the steel. Pride 
in your workmanship should be backed by the 
best of materials. 

Why not make your ductwork with top-qual- 
ity steel—use USS Galvanized Steel Sheets. 


USS is a registered trademark 


United States Steel 





WITH THE ASSOCIATIONS 


(Continued from page 70) 





Minneapolis Group Gets New Secretary 

Date O. Lyncu has been appointed executive secretary 
of the Air Conditioning & Heating-Roofing & Sheet Metal 
Association of Minneapolis, Inc. For the next several 
weeks, Mr. Lynch will visit various association members 
for the purpose of getting better acquainted and to dis- 
cuss ways of expanding and improving the association’s 


services. 


Canadian Group Schedules 1959 Schools 


A TOTAL OF 19 Basic and three advanced schools will be 
conducted by the National Warm Air Heating and Air 
Conditioning Association of Canada during 1959, First 
of the basic schools will be held Jan. 6-9 at Toronto. 
Others are scheduled for: Jan. 13-16, Moncton and Ham- 
ilton; Jan. 20-23, Kitchener; Jan. 27-30, Peterborough; 
Feb. 3-6, Sarnia; Feb. 10-13, Winnipeg and Windsor; 
Feb. 17-20, Regina and North Bay; Feb. 24-27, Saska- 


toon and Ottawa; Mar. 3-6, Edmonton; Mar, 10-13, 
Dawson Creek and Sherbrooke; Mar. 17-20, Calgary and 
Montreal; Mar. 23-26, Vancouver and Quebec. The three 
advanced schools will be held in Halifax, Jan, 20-23; 
Brantford, Feb. 3-6; and Banff, Mar. 31-Apr. 3. 


New England OHI Schools Begin Jan. 5 


THe Ow Heat Institute of New England is opening 
Group II of its service schools on Jan. 5. Classes are 
scheduled to be held in Fall River, Mass., on Mondays; 
in Proviaence, R. I., on Tuesdays; Brockton, Mass., on 
Wednesdays; Worcester, Mass., on Thursdays; and 


Natick, Mass., on Fridays. Subjects to be covered are: 


> Weeks of Jan. 5 and 12 Servicing low pressure oil 
burner controls and residential summer air conditioning 
controls, General Electric Co. 

> Weeks of Jan.49 and 26, Feb. 2 — Residential heating 


(Continued on page 74) 





Coming 


January 


Jan. 17-22 National Association of Home 
Builders, annual convention and exposition. 
Conrad Hilton Hotel, Chicago. Daniel 
Grady, convention chairman, 1625 L St., 
N. W., Washington 6, D. C. 

Jan. 20-21 — Carolinas Roofing and Sheet 
Metal Contractors Association, midwinter 
annual meeting and roofing and sheet metal 
forum. North Carolina State College, 
Raleigh, N.C. H. J. Stockard Jr., executive 
secretary, Box 408, Raleigh, N.C. 

Jan. 26-29 — American Society of Heating 
and Air-Conditioning Engineers, 65th an- 
nual convention. Bellevue Stratford Hotel, 
Philadelphia. A. V. Hutchinson, executive 
secretary, 62 Worth St., New York 13. 

Jan. 26-29 — International Heating and Air- 
Conditioning Exposition, Commercial Muse- 
um, Philadelphia. E. K. Stevens, exposition 
manager, International Exposition Co., 480 
Lexington Ave., New York 17. 


February 


Feb. 2-5 — Washington University college 
short course, St. Louis, Mo. Erwin C. 
Hoelscher, associate professor, Mechanical 
Engineering Dept., Wahington University, 
St. Louis. 

Feb. 5-6 — Sheet Metal and Warm Air Heat- 





(For additional Coming Events see page 74) 


Events 


ing Contractors’ Association of Indiana, an- 
nual convention. Antlers Hotel, Indian- 
apolis. J. W. Ridgway, president, 53 W. 
Meredith, Frankfort, Ind. 

Feb. 9-11 — New York State Sheet Metal, 
Roofing and Air Conditioning Contractors’ 
Association, annual convention. Arlington 
Hotel, Binghamton. Clarence J. Meyer, ex- 
ecutive secretary, 569 Genesee, Buffalo 4. 

Feb. 12-14 Sheet Metal and Roofing Con- 
tractors’ Association of Minnesota, annual 
convention. Radisson Hotel, Minneapolis. 
Ray Kraus, convention chairman, General 
Sheet Metal Corp., 508 S. 7th, Minneapolis. 

Feb. 16-19 — Annual Industrial Ventilation 
Conference. Kellogg Center, Michigan State 
University, East Lansing, Mich. James C. 
Barrett, Michigan Department of Health, 
Lansing 4, Mich. 


March 


Mar. 2-4 Ohio Sheet Metal Contractors’ 
Association, annual convention. Mayflower 
Hotel, Akron. Harry Liberman, general 
chairman, 580 Wooster, Akron. 

Mar. 9-11 — Sheet Metal Contractors’ Asso- 
ciation of Wisconsin, annual convention. 
Hotel Schroeder, Milwaukee. Robert S. 
Schmieder, executive secretary, 8320 W. 
Bluemound Rd., Milwaukee. 
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HOW STAINLESS STEEL INVENTORY PROBLEMS CAN BECOME PROFIT OPPORTUNITIES 


The difference between profit and loss in many 
manufacturing operations is often times the differ- 
ence between raw material supplies and production 
scheduling. Too little stock results in expensive 
downtime. Too much inventory means excessive 
costs in holding and handling—the cost of 
possession— which can reduce your profit margin. 

Ordering Republic ENDURO Stainless Steel 
from your stainless steel distributor releases 


®) REPUBLIC STEEL 
Worlls Wiles Rowe of Stauclard, Stols and, Slak, (edu 


CALL YOUR REPUBLIC ENDURO® STAINLESS STEEL DISTRIBUTOR 


ALABAMA 
Atlantic Stee! Company, 
Birminghom, 
Reynolds Aluminum Supply Company, 
Birmingham, 
J. M. Tull Metal & Supply Co., Inc., 
Birmingham, 
ARIZONA 
Ducommun Metals & Supply Co., 
Phoenix, 
ARKANSAS 
Hammond Sheet Metal Company, 


CALIFORNIA 

Ducommun Metals & Supply Co., 
Berkeley 10, 
Los Angeles 54, 
National City, 

Allen Fry Steel Compony, 
Los Angeles, 

E. M. Jorgensen Company, 
Los Angeles 54, 
Oakland 23, 


COLORADO 
Marsh Stee! Corporation, 
Denver 16 


ONNECTICUT 
Edgcomb Steel of New England, 
Incorporated, 
Milford, 
FLORIDA 
Coulley Steel and Supply 
Compony, 
Fort Lovderdale, 
iami, 
Orlando, 
Eagle Roofing and Art Metal 
‘orks, Inc., 
Tampa, 
Reynolds Aluminum Supply Company, 


Miami, 
4.M. Tull Metal and Supply Co., Inc., 
Jacksonville, 
Miami, 
Tampa, 


GEORGIA 

Atlantic Steel Company, 
Ationta |}, 

Reynolds Aluminum Supply Company, 
Atlanta |, 
Sevannoh, 

J. M, Tull Metal & Supply Co., Inc., 
Atlenta 2 


IDAHO 
Pacific Metal Company, 
Boise, 
WLINOIS 
Chicago Stee! Service Company, 
Chicogo 32, 
INDIANA 
Hubbell Metals, Inc., 
Indianapolis 2, 
Ohio Valley Hardware & Roofing 
Company, 
Evansville, 
KANSAS 
Marsh Stee! Corporation, 
Wichito, 
KENTUCKY 
Reynolds Aluminum Supply Company, 
Louisville, 
Williams and Compony, Inc., 
Lovisville 3, 
LOUISIANA 
Marsh Stee! Corporation, 
Baton Rouge, 
MARYLAND 
Hill.Chase Steel Company of 
Maryland, 
Baltimore 3, 
MASSACHUSETTS 
Hawkridge Brothers Company, 
Boston 10 
MICHIGAN 
Huron Stee! Company, 
Detroit 16, 


MISSOURI 

Hammond Sheet Metal Company, 
St. Louis 5, 

Hubbell Metals, Inc., 
Kansas City 16, 
St. Lovis 3, 

Marsh Steel Corporation, 
North Kansas City 16, 


NEW HAMPSHIRE 


Edgcomb Stee! of New England, Inc., 


Nashvo, 


NEW JERSEY 

Abarry Steel Company, 
Perth Amboy, 

Atias Steel Supply Company 
Morris Plains, 

Benedict-Miller, Inc., 
Lyndhurst, 

International Corporation, 
Hillside, 

Miller Stee! Company, Inc., 
Hillside, 


NEW YORK 
Atlas my Company, Inc., 
Bronx 58, 


Beals, McCarthy and Rogers, Inc., 
Buffalo 5 
Brace-Mveller-Huntley, Inc., 
uffalo, 
Rochester, 
Syracuse, 
Bruce and Cook, Inc., 
New York 38, 
Eostern Metals Warehouse, Inc., 
Albany, 
Ernst iron Works, 
Buffalo, 
Follansbee Metals Corp. of New 
York, 
Rochester, 
Homsley, Inc., 
Brooklyn 32, 
K. & S. Metal Supply, inc 
Long Island City, 
Metol Purchasing Company, Inc., 
New York 1, 





NEW YORK (Cont.) 


Schwarz and Cohn, Inc. 
Brooklyn, 


NORTH CAROLINA 
Metal Service Corporation, 
Charlotte, 
Reynolds Aluminum Supply Company, 
Raleigh, 
Vance Iron and Steel Company, 
Chorlotte, 


OHIO 
The Ohio Meta! & Manufacturing 
Co 


Dayton 2, 

Vorys Brothers, Inc., 
Columbus 8, 

Williams and Compony, Inc., 
Cleveland 14, 
Cincinnati, 29, 
Columbus 8, 
Toledo 12, 


OKLAHOMA 
E. M. Jorgensen Company, 
Tulsa, 


OREGON 
American Steel Warehouse 
Company, 
Portiand 14, 
Pacific Metal Company, 
Portiand 9, 


PENNSYLVANIA 

Hill-Chase and Company, Inc., 
Philadelphia 34, 

Potts-Farrington Company, 
Philadelphia 29, 

Horace T. Potts Company, 
Philadelphia 34, 

The Warren Company, 
rie, 

Williams and Company, Inc., 
Pittsburgh 33, 


inventory capital for other business needs. 

Further, your stainless steel distributor can pro- 
vide you with expert advice in solving machining 
and metallurgical problems. Findings of Republic 
specialists in these fields are available to you 
through him. Call your nearest Republic Stainless 
Steel Distributor — your Steel Service Center — 
listed below, next time you need stainless steel. 
He’s only as far away as your telephone. 


RHODE ISLAND 
Edgcomb Steel of New England, 
Inc 


Pawtucket, 


TENNESSEE 

Hubbell Metals, Inc., 
Memphis, 

Reynolds Aluminum Supply Company, 
Memphis, 
Nashville, 

Siskin Steel and Supply Company, 
Incorporated, 
Chattanooga, 

Vance Iron and Steel Company, 
Chattanooga, 


TEXAS 
E. M. Jorgensen Company, 
Dallas, 
Houston, 


UTAH 
Structural Steel and Forge 
Company, 
Salt Loke City, 
ZCMI Wholesale Distributors 
Salt Loke City, 


VIRGINIA 
Dominion Culvert and Metol 
Corporation, 
Roanoke 5, 
Reynolds Aluminum Supply Company, 
Richmond, 


WASHINGTON 
Pacific Metal Compony, 
Seattle, 
CANADA 
Drummond McCall and Company, 
itd, 


Toronto, Ontario 
Montreal, Quebec 
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Coming Events 


(Continued from page 72) 


March 


Mar. 19-20 Michigan Heating & Sheet 
Metal Association, annual convention. Fort 
Shelby Hotel. Detroit. N. J. Biddle. execu- 
tive secretary, 3035 E. Grand Blvd., De- 
troit 2 

Mar. 19-2] Southeast Trade Exposition 
sponsored by Sheet Metal, Roofing, Heat- 
ing. Air Conditioning Contractors’ Asso- 
ciation of Georgia. Atlanta Biltmore Hotel. 
Atlanta. B. L. Noblitt. executive secretary. 
208 Red Rock Bldg.. Atlanta 3. 


April 
Apr. 7 Annual convention. National Warm 


Air Heating and Air Conditioning Associa- 
tion of Canada. Seaway Hotel, Toronto. 
D. M. W. Wilson. managing director, 1195 
Dundas St.. W.. Toronto 18. 

Apr. 10-11 Sheet Metal Contractors’ Asso- 
ciation of Illinois. annual convention. 
Abraham Lincoln Hotel, Springfield. Jay 
E. Harms. secretary, 1619 N. Sheridan Rd.. 
Peoria, Il. 

Apr. 17-18 Sheet Metal, Air Conditioning 
and Roofing Contractors’ Association of 
Pennsylvania, annual convention. Castleton 
Hotel, New Castle, Pa. E. W. Liebermann. 
sec.ciary, 1411 Merchant St., Ambridge. 
Pa. 

Apr. 24-26 Roofing and Sheet Metal Con- 
tractors’ Association of Florida, annual con- 
vention. Biltmore Hotel, Palm Beach. Fla. 
Victor Kinsey, president, 1517 N. Poin- 
settia, West Palm Beach, Fla. 

Apr. 29-May 4 Oil-Heat Institute, annual 
convention. Olympic Hotel, Seattle, Wash. 
R. H. L. Becker. managing director, 500 


5th Ave.. New York 36. 
May 


May 4-6 Air-Conditioning and Refrigera- 
tion Institute, annual meeting. The Home- 
stead, Hot Springs, Va. George S. Jones, 
Jr.. managing director, 1346 Connecticut 
Ave., N. W., Washington 6, D. C. 

May 28-30 Sheet Metal and Air Condition- 
ing Contractors’ National Association, Inc.., 
annual convention. Broadmoor Hotel, Colo- 
rado Springs, Colo. J. D. Wilder, executive 
secretary, 170 Division St., Elgin, Ill. 








(Continued from page 72) 


controls. Zone control and electronic controls. Minneap- 
olis-Honeywell Regulator Co. 


> Week of Feb. 9 High pressure oil burner servicing. 
The Carlin Co. 


* Week of Feb. 16 Servicing wet heat systems. Taco 
Heaters, Ine. 


> Week of Feb. 23 Installing and servicing fuel oil 
pumps, ignition transformers and delayed opening valves, 
Webster Electric Co. 


» Week of Mar. 2 Rotary Oil Burner Installation and 


Adjustment, Silent Automatic Products. 


6 Week of Mar. 9 Fuel Oil Additives. Gulf Oil ¢ orp. 


These courses are presented from a purely service 
standpoint, with the subject matter each year being cho- 
sen by the previous year’s students. 

Further information regarding the course may be ob- 
tained from Hollis L. Farrow. director of education. Oil 


Heat Institute of New England. 839 Beacon St.. Boston 
15. Mass. 


Camitsch Goes to St. Paul Association 


THe Air Conpitioninc & Heating-Roofing & Sheet Metal 
Association of Minneapolis, Inc., recently held a special 
farewell meeting for Howard Camitsch. Mr, Camitsch be- 
came executive secretary of the St. Paul Association on 
November 1. In appreciation of his work for the Minne- 
apolis association since it was founded in 1953, the mem- 
bership presented him with an antique model automobile 
and a portable TV set. 


Indiana Convention to Feature Show 


Tue SHeet Meta anp Warm Arr Heatine Contractors’ 
Association of Indiana is planning a product and equip- 
ment show in conjunction with its 41st annual convention 
scheduled for Feb. 5-6 at the Hotel Antlers, Indianapolis. 
This will be the first combination convention and show 
that this group has held in over 20 years. 

Manufacturers are invited to take part in the show 
which will occupy 22 booths in the hotel’s exposition hall 
adjoining the ballroom where convention sessions will 
be held. 

The two-day convention will be devoted to creative 
selling and will cover sales techniques and sales promo- 
tion ideas to help heating and sheet metal contractors to 
increase their sales volume and make more profitable 
sales. Dealer-contractors and wholesalers will take part 
in the convention program, presenting selling ideas by 
panel discussion and short skits. 

Additional information can be obtained from Sheet 
Metal and Warm Air Heating Contractors’ Association 
of Indiana, 1414 FE. Southport Rd., Indianapolis, Ind. 
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THE ECONOMY FLOOR DIFFUSER 


with FEATURES not found in the most expensive models 


DIAL OPERATOR 


positions valve at 





touch of toe. ‘ 
OPPOSED-ACTION VALVE ON 4” WIDTHS 


GI Ney, 


a a ono 




















STYLED FACE 


one piece, in heavy 
gauge steel. 


EXCLUSIVE EXPANSION TABS 


for snug fit in rough-cut openings. 


PLUS 


 Factory-set vanes, easily adjustable for special requirements. 
 Adjusto-Stop for balancing system at diffuser face. 
Special tension spring on valve for rattle-free operation — 


double, opposed-action valve on 4” widths. 
PI 


Locked volume setting for schools or commercial installations. 


 Long-wearing finish —Sierra-Brown enamel baked onto phos- e 
phatized surface for maximum adherence and durability. e § 
FREE SAMPLE ON REQUEST — also newly re- 
vised catalog — just write us on your letterhead 


”? V.’’ ef 
and include name of your wholesaler. 12° x 2%" size 


Four other popular | 
In Canada: LEIGH METAL PRODUCTS LTD., 72 York St., London, Ontario sizes up to $2.95 


158 Center Street, Coopersville, Michigan 
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EQUIPMENT DEVELOPMENTS 





The latest information on manufacturers’ developments is presented here with 
brief summaries of the applications of these products. For additional product 
information which is available, see this month’s New Literature department 


; . 

Year ’Round Registers 

SERIES 120 REGISTERS with multi-louver valve and one- 
piece face construction, designed for year “round ait 


conditioning systems fir Control Products. Ine.. 


ge ae 
ta : 


























Dept. AA, 157 Center St., Coopersville, Mich. Unit 
provides for quick raising or lowering of air pattern. 
Free area and strength are increased by one-piece face 
construction with 14 in. wide stamped fins, the com- 
pany states. Fins are pre-set 30 deg out from center of 
face and can be adjusted to provide any horizontal 
pattern. Operator handle controls air pattern vertical- 
ly. Valve can be opened to pre-determined setting. 


Flexible Air Duct 


CRUSH AND puncture-resistant flexible air duct made 
of aluminized asbestos cloth and steel spirals—Wire- 
mold Co., Dept. AA, Hartford 10, Conn. Designed for 


high and low velocity air conditioning systems, ducts 


are restorable to original shape if damaged or com- 
pressed. “Asbeston” fabric is protected by laminated, 
polyester-reinforced aluminum foil vapor barrier. 
Metal is galvanized steel spiral. Features are: low fric- 
tion loss, absence of odor under operating tempera- 
tures, acid and oil resistance. Ducts are in lengths to 
20 ft, inside diameters from 3 to 12 in. 


76 


Electronic Air Filter Cleaner 


“Dax” Type X detergent-adhesive system for cleaning 
and adhesive application on electronic air cleaners 

Electro-Air Cleaner Co., Inc., Dept. AA, Olivia and 
Sproul Sts.. McKees Rocks, Pa. Mixed with wash 
water, solution washes collecting cells, then dries, 


leaving adhesive coating on collecting plates and elec- 


trodes. Applicator system works with vertical traveling 
washing systems or with horizontal fixed washing sys- 
tems. Soapy emulsion dissolves grease and cuts dirt. 
Tacky residue holds collected dirt. System is said to 
reduce maintenance costs, eliminate arcing and voltage 
leaks caused by dirt accumulation, and keep drain 
pans and ducts clean. 


Furnace Humidifier 


“CLIMATIZER” ELECTRIC humidifier for warm air fur- 
naces—Keeney Mfg. Co., Dept. AA, Newington, Conn. 


Built-in heating element produces vapor which rises 
directly into air stream; no evaporation plates are 
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YOU HAVE 


Greater Job Coverage’ 


WITH 


VONCRIEF 


THE COMPLETE LINE FOR 


High-Protit Installations fa 


Winter Air 
Conditioner 
with enameled 
Return Air 
Cabinet (an 
accessory). 


Winter Air 
Conditioner 
with Plenum 
Type Cooling 

Coil 


Oil Counterflow 
Unit, showing 
complete Factory 
Assembly 


Widely imitated but still unmatched, the Moncrief Winter Air 
Conditioners illustrated above are completely assembled and 
wired at the factory. They have the substantial construction 
of 14- and 16-gauge Heat Exchangers and 21-gauge cabi- 
nets. Gas Fired Upflow and Counterflow Units are available 
with capacities of 75,000, 100,000, 125,000 and 150,000 Btu 
Input. Oil Fired Units have 78,400 and 112,000 Btu Output 
capacities in Upflow and Counterflow Models, and 78,400 
Btu in the Counterflow Model. 


A ce el OSs AT 
my, | xe - Be 


Horizontal 
Oi Furnaces 
Fired Winter Fired Utility Fired Gravity 4 Gas Sizes 


Gas or Oil Gas or Oil Gas or Oil 


A.C. Units and Counter- 
flow Winter 
A. C. Units 


Furnaces 4 Oil Sizes 


Gas Duct 
Furnaces 
4 Sizes 


ON EXHIBIT 


Janvary 18th-22nd 
N.A.H.B. (Home Builders) Show 
Spaces 756, 757, 775, 777, Chicago Coliseum 


Janvary 26th-29th, Heating 
& Air Exposition 

Spaces 26, 28, 49, Convention Hall 
Philadelphia 


For New Homes or Old 
House Jobs . . . the Right Furnace 
or Air Conditioner . . . at the Right Price! 


Here is sales power that can make a real difference in your capacity 
to attract business, and in your ability to make money from the 
jobs that you install. 


Gas, Oil or Coal Furnace; Upflow, Counterflow, Basement or 
Horizontal Unit; Complete Combination Year ‘Round Air Condi- 
tioner; Air or Water Cooled Summer Air Conditioner; Gas Unit 
Heater; Gas, or Oil, Conversion Burner — every Moncrief Unit is 
manufactured to a high standard of quality that has been unsur- 
passed for more than 60 years ! 


And every Moncrief Unit carries a uniformly competitive price 
that permits you to bid excellence against less desirable design 
and construction ! 


Call your Moncrief Wholesaler, now! 


2,3 or 5 H.P. Air 
2,3 or 5 H.P. Cooled Summer 
Air or Water 3 or5 HP. A.C. Units with 
Cooled, Gas water Cooled choice of “Circular 
or Oil Fired, (Upflow) or “Fiat” 
Year Round (Horizontal Flow) 
A.C. Units Cooling Coils 


Gas Fired Gas 
Unit Heaters Conversion 
5 Sizes Burners 


THE HENRY FURNACE COMPANY. Medina, Ohio 


HEATING AND AIR CONDITIONING UNITS 
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FURNACE PIPE AND FITTINGS 





Don’t let this trouble... 
come between 


Head off dirt, moisture and acids with 
A-P drier-filter-strainers ...You'll be 
money ahead in reduced service costs 


We're not just making a mountain out of a molehill — this 

heavy deposit of dirt, scale and solder particles was found 

in a Trap-Dri filter-strainer after only 45 days’ use. Such 

impurities along with moisture and harmful acids are a 

Model 414 Jet-Dri major cause of imperfect valve operation ...a situation that 
economy drier features “~~ in costly callbacks, downtime and valve repairs. 

aii ou can protect expansion valves and your service profits 

PA 400 silica gel by installing the proper drier or filter from A-P’s complete 

Outstanding desiccant used in Jet-Dri a4- line of Jet-Dris, Trap-Dris and Trap-Its. Hook one up 

sorbs up to 98% more moisture than older ahead of old or new valves... it’s your assurance of smooth 


type silica gels. PA-400 also removes and valve operation and freedom from freeze-ups and corrosive 
prevents formation of harmful acids that acid formation 

corrode iron, copper, brass and aluminum ‘ 
No chemical reaction in refrigeration sys- 

tem. Constructed with brass fittings (14” 

S.A.E. male flare connections). Flow in 

either direction. 





aK Model 410 Trap- 


Dri assures 100°. 
Model 408 Trap-It / 
mete ar YM acid removal plus 
—has hun e © complete moisture 
diamond-shaped P 
. adsorption 
filtering tunnels 
Exclusive honeycomb depth filter combined with 
PA 400 silica gel— filters out dirt as small as 5 
microns. Water and acids adsorbed physically, with 
no release of any harmful substance to refrigerant 
circuits ...no appreciable pressure drop. Units her- 
Every drop is filtered again and again. Has metically sealed with plastic caps. Refillable drier 
many times the filtering and absorbing area available in large sizes. Flare and solder types — 
of an ordinary filter. May be used with any 1/3 to 12-ton capacities. Write for data on “Twin” 
make expansion or solenoid valve. Three Trap-Dri for large capacity jobs. 
sizes: 4% or %” fittings on the regular and 
large sizes and %, 1%4 or %” fittings on the 
extra large. S.A.E. male flare inlets and outlets. 





WRITE TODAY for latest ap- 
plication data on new, im- 
proved Jet-Dri, Trap-Dri and 
Trap-It plus specs. 


CONTROLS COMPANY or AMERICA 
Manufacturers of A-D CONTROLS 


2452 N. 32nd St. © Milwaukee 10, Wisconsin 
COOKSVILLE, Ontario © NIJMEGEN, Holland 


Controls That Make Modern Living Possible 


eA 
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used. Float switch with enclosed 
rocker magnet actuates a solenoid 
valve and controls water level in alu- 
minum body. Perforated cover pre- 
vents. dirt accumulation, holding 
microscopic particles in colloidal 
suspension until exhausted in vapor 
escaping through holes. Model 250 is 
wired to operate when blower is on. 
Model 251 has electric plug for con- 


tinuous operation. 


Mechanical Draft Fans 


Heavy puTy, adjustable draft fans 
in four models to fit smoke pipes 
from 6 to 10 in., deliver from 125 
to 500 cfm—McLarty Systems, Dept. 


f 


4A, 2600 Dickman Rd., Battle Creek, 
Wich. Precision-balanced fans have 
deep fin-cooled chassis to protect 
against burnout. Tube axial fans 
permit fitting pipe close around fan 
blade for improved draft boosting, 


the company reports. 


Bench Shear 


No. 39 bench shear which cuts flats, 
angle iron, rounds and bar stock 
without changing dies or cutting 
blades—Whitney Metal Tool Co., 
Dept. AA, 110 Forbes St., Rockford, 
Ill. Mild steel capacities are 1 in. 
angle iron, 10 ga flat stock, 7/16 in. 
round bar cutoff, and 3/16 in. X 2 
in. flat bar stock. Roller bearings at 
hinge points ease shearing operation. 
Frame is formed from 14 in. plate. 
Unit is 754 in. tall, 10 in. long and 
4 in. wide. Handle is 30 in. Unit 
weighs 18 lb. Bench mounting brack- 
ets and adjustable work holddown 
are included. 
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For Unmatched Flexibility 


National -U.S. 


Central Station 


Packaged Air Conditioning 


72-60 h. p. 


water-cooled 
or 
evaporative condenser 


Water-cooled or evaporative condenser models in nine sizes from 74 
to 60 h.p. provide a selection from which a combination can be arranged 
to fit any particular situation. Each model is available in different ar- 
rangements, matched to meet any space requirements. 

All units are completely engineered and packaged—require only 
power, ductwork and water supply connections for quick installation. 
And, all are factory pre-tested to minimize performance testing time. 

Write today for Form AC-1001 describing the new Capitolaire 
Central Station Packaged Air Conditioning System, or contact your 
nearest National-U.S. representative. He’ll be glad to help you. 


_National-U. S. Radiator 


CORPORATION 





HEATING AND AIR CONDITIONING DIVISION 
Johnstown, Pennsylvania 


In Canada: 77 York Street, Toronto 
Sixty years in thermal hydronics 

















| FOR THE 


FULL STORY 


TEAR OUT AND MAIL TODAY 
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Water Heater Controls 


Mopets V5130 anp V5131 water heater thermostats 
with or without factory-mounted pressure regulators 


Vinneapolis-Honeywell Regulator Co., Residential 


Div., Dept. AA, 2747 Fourth Ave. S., Minneapolis, 
Minn. Built-in pressure regulator is said to eliminate 
need for separate piping between regulator and con- 
trol device. All settings and temperature indicators are 
on top of the controls for convenience in adjusting. 
Also available are Models C590 gas-cock “Pilotstat” 
with pressure regulator, V5150 gas-cock safety control 
with snap-action remote bulb thermostat; and V8149 
21-v manifold. 


Gas-Fired Furnaces 


“J-Line” Mopets FVB gas-fired furnaces designed for 


installation as either highboys or lowboys, requiring 


1 ft 8 in. headroom for furnace and ducts—Janitrol 


Heating & Air Conditioning Div., Surface Combus- 
tion Corp., Dept. AA, 400 Dublin Ave., Columbus 16, 
O. Units range from 80,000 to 100,000 Btu inputs. 
Features include: sides and back die formed from 
single sheet of steel; all-welded “Multi-Thermex” heat 
exchangers; two-pass internal air flow of low resist- 


ance; suspended, rubber-cushioned blower assembly ; 
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HELP US REE? tre 
THINGS WORTH KEEPING 


All is calm, all is bright. In 
America we are free to wor- 
ship as we please, where we 
please. And we worship in 
peace. 


But like so many precious 
things, peace doesn’t come 
easy. Peace costs money. 

Money for strength to keep 
the peace. Money for science 
and education to help make 
peace lasting. And money 
saved by individuals. 

Your Savings Bonds, as a 
direct investment in your 
country, make you a Partner 
in strengthening America’s 
Peace Power. 

The chart below shows how 
the Bonds you buy will earn 
money for you. But the most 
important thing they earn is 
peace. They help us keep the 
things worth keeping. 

Think it over. Are you buy- 
ing as many Bonds as you 
might? 





WOW YOU CAN REACH YOUR SAVINGS COAL 
WITH SERIES E BONDS 
(in just 8 years, 11 months) 





HT xe" sour | $2,500 | $5,000 | $10,000 





h hk, 
coe | SAIS | Sass | $1875 














This shows only a few examples. You 
can save any sum, buying Bonds by 
Payroll Savings or where you bank. 
Start your program now! 











HELP STRENGTHEN AMERICAS PEACE POWER 


BUY U.S. SAVINGS BONDS 


The U.S. Government does not pay for this advertising. The Treasury Department thanks, 
for their patriotic donation, The Advertising Council and this magazine. 
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INSTANT-VANE RAIL 


SS 


SOLD ONLY THROUGH JOBBERS AND DISTRIBUTORS 
Open for Manufacturers Agents Calling on Jobbers and Distributors 


| CAIN MANUFACTURING CO. 


11113 North Sth Avenve Phone FA 2-0354 Birmingham, Alabama 


CAN DO THE WHOLE JOB— 
CAN MAKE THE WHOLE 


Zz PROFIT! 


You run the ductwork — 
why not sell and install the 
ventilating fan as well? 
You'll make extra profit in 
about the same time. 


SELL AND INSTALL 


EASY TO SELL — They're loaded 
with sales-building features — 
beautiful grilles, triple-chrome 
plated — automatic draft-proof 
shutters — five-year guarantee. 
COMPLETE LINE — Many more 
than the two shown here — 
models for kitchen, bathroom, 
recreation room —ceiling or wall 
installation. Range hoods, too 
Everything for every sale. 
Bathroom fan/light combination 
WRITE for catalog and prices —complete illustrations, 


specs, installation diagrams. 
AIR CONTROL PRODUCTS, INC. 
REGISTERS * oe oe ee o DIFFUSERS 


158 Lee Street Coopersville, Michigan 


82 


equipment developments 
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permanent split capacitor blower motor; glass fiber 
insulation around heat exchanger compartment. 


Gas Conversion Burners 


“LUXAIRE” GAS conversion burners with heating ca- 
pacities of 50,000 to 310,000 Btu input, in three 
models—C. A. Olsen Mfg. Co., Dept. AA, Filbert St., 


ar; 


ps 


o 


Elyria, O. Burners feature restyled cabinets with 
rounded duct covers, charcoal grey enamel finish and 
rigid 14 ga steel bases. Entire burner head-tube and 
pilot assembly can be removed without disturbing gas 
manifold. Semi-circular secondary air shutter permits 
increased control over combustion air and draft. Stain- 
less steel flame spreader provides wider dispersion of 
heating flame. Controls are self-generating; mounting 
and leveling legs are adjustable. Burner head-tube is 
cast iron. 


Roof Ventilator-Skylight 


“Lite-N-AIRE” COMBINATION high capacity gravity 
roof ventilator and skylight, with translucent glass 
fiber dampers and gutters which admit natural light— 
Swartwout Co., Dept. AA, 18511 Euclid Ave., Cleve- 
land 2, O. Each 714 X 10 ft unit has 30 sq ft of free 
air opening; overall height is 2114 in. Fusible link 
mechanism parts when temperatures exceed 212 F, 
automatically opening dampers to vent fire, smoke and 
gases outdoors. 


Carbon and Grease Remover 


“Pow-a-Kit” CONCENTRATED powder degreaser de- 
signed to loosen carbon, grease, tar, gum and sludge 
from filters, nozzles, strainers, electrodes and other 
small parts—Stewart Hall Chemical Corp., Dept. AA, 
P. O. Box 66-T-43, Mt. Vernon, N. Y. Powder will 
not harm metal, plastic or rubber, and is non-flam- 
mable and non-corrosive. Solution is said to loosen 
heavily encrusted carbon deposits from electrodes in 
15 minutes, Product is available in 1 qt size kit with 
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-ROBERTSHAW reliability 


Robertshaw Fulton 


The New 1500 U.S. Round Ceiling Diffuser 
GREATEST FREE AREA — Stepped Down and FLUSH 
Deep Wide Anti-Smudge Ring. Gasket Sealed. 


No. 1800 Round Damper. Knob-operated Knob 
is removable for Permanent Setting. 


No. 2500 U.S. Square Ceiling Diffuser MAX- 
IMUM FREE AREA. STEP-DOWN and Flush. Deep 
Wide Outer Section Gasketed. 


No. 2800 SQUARE CEILING DAMPER 


= 


THE No. 192-L MULTI-FLEX REGISTER 


That Sets the Pace For All YEAR-ROUND A-C SYSTEMS 








It’s PERFECT for ALL-YEAR-ROUND HEATING and 
COOLING RESIDENTIAL and COMMERCIAL AIR CONDI- 
TIONING SYSTEMS —and AT LOWEST COSTS of All. 
SUFFICIENTLY SHALLOW to Install in Standard STUD PAR- 
TITIONS or in ANY APPLICATION. BUILT for EFFICIENCY, 
VERSATILITY and ECONOMY and DEVELOPED by U.S. 
Lever-Operated Parallel Valves — Up and down Flow Deflection. 


Individually Set Vertical Streamlined Bars Render Desired 
Lateral DIFFUSION. 


HORIZONTAL CROSS SECTION * 792-4 


-———-——— — pur sizerth' —— —__— 


= -_ 
FRONT BANK /NOIVIDUALLY~ SET BARS 
lb 5 j 


rd 
TH 

















= a 


MULTI-SHUTTER VALVE Lever Operated 





See U. S. at the International Show 
— Philadelphia — Booth 713 


UNITED STATES REGISTER COMPANY 


BATTLE CREEK, ' MICHIGAN, U.S.A. 
Branches: MINNEAPOLIS « KANSAS CITY « ALBANY 
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dipping basket and in | qt combina 
tion kits which also include extra 5 


oz refill can 


Gas-Fired Furnaces 


GH series of gas-fired forced ait 
furnaces designed espe ially for util- 
Lennox Indus 


200 S. 12th 


ity room installation 
Dept. 14. 
fie Varshalltown. la. Features are: 


fries Ine : 


inner liner to insulate cabinet ane 











je 


provide proper air flow during 
hbustion: steel heat exchange 
tight) flue connection 

freely with emperal 


h imma k 


“floating blowe1 Tit 
filter. Counterflow units and model 
with three-speed direct drive blowers 
ire featured. Inputs range from 80 


000 to 225.000 Btuh 


Ignition Transformer 


“ADAPTO” IGNITION transformer with 
three sets of terminals, each in a dif- 
ferent position, to fit’ most standard 
Thermolok Mfg. Co. Ine.. 
D pt. 14, 1099 Tulip 1 Franklin 
Yq. Lid. N.Y. It eliminates tempo 
rary h vokups. takes 


and requires singel 


burners 


tandard fittings 
service call for 


transiormer replac ement 


Heat-Resistant Paint 
quick-dry- 


ing, heat-resistant paint for use on 


“Heat-Rem QD Brack” 
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surfaces subjected to temperatures up 
to 600 F-—Speco, Inc., Dept. AA, 
7308 Associate Ave., Cleveland 9, O. 
Said to dry to tough bright finish 
in less than 2 hr, paint requires no 
spec ial baking and has no objection- 
able odor during application. It re- 
sists extreme temperature variations, 
smoke. moisture, fumes. mild indus- 
trial acids and alkalies. Applied by 
brush or spray, paint covers about 
500 sq ft per gal. It is in quart, gal- 


lon. 5 and 50 gal containers. 


Metal Fastener 


designed to 
Ramset 
Fastening System, Winchester-W est- 
ern Div.. Olin Mathieson Chemical 
Dept. AA, 12117 Berea Rd., 
Cleveland 11, O. Typical applications 


“SKREW-SET fastener 


connect light-gage metal 


( orp.. 


are: fastening pre-drilled straps to 
air ducts, connecting under-floor duct 
header straps to steel decking ; and 
securing metal ducts and inside wir- 
ing clips to metal partitions. Fas- 
tener, attached to “Shure-Set” tool. 
drives through material and is tight- 


ened by turning the tool. 


Pilot-Thermocouple 


PILOT-THERMOCOUPLE combination. 


rated at 100 Buh input for water 
heaters and gas-fired heating equip- 
ment——Robertshaw-Fulton 
Co., Dept. AA, 911 E. 
Richmond 19, Va. 


( ontrols 
Broad  St.. 
Non-aerated de- 


sign is said to eliminate possibility 


of clogging with lint. Large diamete1 


hood spreads gas over greater area. 


Tube width is 14 in.; 


inlet model is 114 in.: bottom inlet 





leneth of side 





STEINEN OIL BURNER NOZZLES 
Compare with other leading makes! 
mirror 


heat 


STEINEN OIL BURNER NOZZLES 


for rolaleli: relate. 


STEINEN OIL BURNER NOZZLES 


th Yell mmailela acto! 





ior 








co | 


ELECTRODES ASSEMBLIES. Another 
Steinen quality product. Proven | 
through its wide acceptance by 
leading oil burner manufacturers. | 
Over 200 different types of standard 
and special designs. 





Compare this outstanding line. | 
Write for complete information. | 
SINCE 1907 


Wm. Steinen 
Mfg. Co., Inc. 


(41) Bruen Street, Newark, N.J 


©wW*m. Steinen Mig. Co., 1957 


R 





Te 
School Job = Nebraska iz 


nae . 2 SSF 4 


— 


ate ae 


Brownell Hall School, 
Omaha, Nebr. 

Boyer, Biskup & 
Widstrom, architects; 
Nance Eng. Co., 
engineers; 

Parsons Const. Co., 
gen. contractor; 
Nebraska Sheet Metal 
of Omaha, heating 
contractor 


HARTSVILLE, S. C 
LA PUENTE, CALIF 
MONTCLAIR, N. J 
AKRON, INDIANA 
LONGVIEW, TEXAS 
ATLANTA, GA 
BRANTFOR™ 
MEXICO, D 


+ B44 4S a 


it) lk. ev oe 


Pe seee tN EF os 


ee 
wo 


oa lal 


-Lo} fof afe 
SONOAIRDUCT : 
FIBRE DUCT 


Installed 


as supply 
lines in 

this Omaha 
school! 


The installation is typical of the widespread use of 
SONOAIRDUCT fibre duct by contractors who have found 
they can save time and labor, without lowering the quality 
of construction. Duct sizes ranging up to 26” I.D. were 
used on this job. 

Economical SONOAIRDUCT fibre duct is ideal for slab 
floor perimeter heating or combination heating and cool- 
ing systems where duct is encased in concrete. 23 sizes, 
2” to 36” 1.D., in standard shipping lengths of 18’. Special 
lengths also available. Meets and exceeds F.H.A. criteria 
and test requirements for products in this category. Free 
installation manual. See our catalog in Sweet's. 


For complete information and prices, write— 


ONOCO 
Construction Products 


SONOCO PRODUCTS COMPANY 
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model is 1 in. Two sectional pilot 


hood is 5¢ in. in diameter. 


Power Press Brake 


FirTEEN TON power press brake for 
forming, bending, punching, blank 
ing and related operations, with all 
driving parts located inboard |x 
tween housings—. Niagara Machine & 


Tool H orks. Dept. 1 1. 637-697 


Vorthland Ave., Buffalo 11, N. Y. 
Synchronized friction clutch and 
brake are designed to assure positive. 
instant ram control. Heavy-duty fri: 
tion discs can be replaced without 
disassembling clutch. Features are 
laminated non-metallic ways: mov- 
able foot treadle; enclosed silent 
worm gear drive; sealed, permanent 
ly-lubricated gears; front controlled 
adjustable speed drive; anti-friction 
transmission gear, shaft and flywheel 
bearings: bronze bushed main bear- 


ngs. 


Unit Heater 


GAS-FIRED unit heater, rated at 100,- 
000 Btu input, for garages, ware 
houses. ete.—Roy Hanson Co.., Dept. 
14, 3326 klm St., Dallas, Tex. Unit 
installs anywhere, connects to any 
natural gas outlet. Eight in. com- 
bustion chamber, made from 20 ea 
steel, has industrial inshot burner 
and built-in stainless steel gas ve- 
locity retarder. Heat radiation unit 
is standard 6 in, stove pipe with 
back-draft diverter for outside vent 
ing. Frame is heavy gage channel 


iron. Automatic thermostat controls 
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FRASER-JOHNSTON 
Air Conditioning Installations 
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When you sell quality air 
conditioning, you sell com- 
fort, health, cleanliness, 
happiness for users...and 


PROFITS for yourself. 


You can protect your cus- 
tomers against disappoint- 
ment and protect yourself 
against profit-killing serv- 
ice, call-backs, and price 
adjustments by selling only 
top quality equipment... 


FRASER-JOHNSTON! 


7 oak 
ome 


— 


ANCISCO, CALIFORNIA 


AND KEEP DEALERS 
HAPPY, TO0! 


Increased profits for you 
come from FRASER-JOHN- 
STON top quality engineer- 
ng and construction, which 
assure you 

FAIR MARGIN 

EASIER SELLING 
SATISFIED 
CUSTOMERS 
EASIER...FASTER 
INSTALLATION 

ad nO) od = dO A) 4 8D) 
INSTALLATIONS 


FEWER CALL BACKS 


“TrasereJobaston 





You'll learn more 
than ever before 
at the... 


14th 
INTERNATIONAL 
HEATING & 
AIR- 
CONDITIONING 
EXPOSITION 


Convention Hall 
Philadelphia 


January 26-29,1959 


Auspices ASHAE 


There’s just no other way 
to see for yourself the lat- 
est developments in the 
air treating industry. 





Here under one roof you'll 
see and compare the new- 
est products of 450 lead- 
ing manufacturers .. . spot 
future trends—and be bet- 
ter prepared to meet to- 
morrow’s problems. 


Make your plans to at- 
tend, now. Write the Ex- 
position today for advance 
registration and hotel in- 


formation. 1262 





14th INTERNATIONAL 
HEATING & AIR-CONDITIONING 
EXPOSITION 


480 Lexington Avenue, New York 17, N. Y. 


Management: International Exposition Company 
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- available. Overall size is 24 


621% in. 


Water Cooled Units 
WATER 


conditioners in 3. 5. 8 10 and 15 


COOLED, self-contained = air 


ton capacities, featuring square shape 
Typhoon fir Conditioning Co.. 


Div. of Hupp Corp., Dept. AA, 505 
Carroll St... Brooklyn 15. “Golden 


Anniversary Line” features remov- 


expanded metal return ait 
erille in face of cabinet. covering 
» sq ft area. Return air can be in 
troduced through back, either side on 
front. Other features: reserve power 
for heavy loads, coppel tube-in-tube 
condensers which operate on city 


water or cooling towel! without 


Three 


units are 37 X 2414 X* 73% in.: 


changing — circuits. smaller 
37.000, 60.600, 97.- 


500. 125.000 and 62.000 Btuh. 


capacities are 


Largest model is available with sin- 
11% 


gle 15 hp compressor or two 


hp units, 


Cut-to-Fit Filter 


“Trim-To-Size” aluminum air filter 
for furnaces and air conditioners 

Research Products Corp.., Dept. 1A, 
1015 E. Washington Ave., Madison 
10, Wis. Originally 32 * 40 in., 
filter can be cut to size with scissors 
or knife. For larger filtering areas, 
filters can be fastened together with 
staples, hog rings or aluminum glue, 


according to the manufacturer. 


-_ 


CONTROLS GAGES 


AIR VELOCITY 
METER 
No. 400 


One Instrument 
Tells Both 
Air Velocity and 
Static Pressure! 


@ Reads directly in feet per 
minute and inches of water. 

®@ Check all velocities from 400 
to 10,000 F.P.M. 


@ All static pressures from Oto 
10” of water. 


Tests fan and blower dis- 
charge and inlet pressures, 
pressure drop across filters, 
balances air conditioning 
systems, etc. Complete kit 
includes dual purpose 
manometer, 18” stainless 
steel pitot tube, Magne- 
clip mounting panel and 
all necessary fittings, tub- 
ings, instructions and ac- 
cessories. 


Write today for literature and prices. 


F.W.DWYER MFG. CO. 


P.O. Box 373- fF Michigan City, Ind. 
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Spillage Switch 


“SPILSWITCH,” 


shut off 


system 


designed to 


gas burner in heating when 
flue products spill from draft divert 
el into occupied space H ilson In 


Dept. 14. 3831 Bed 
{ve.. Brooklyn 99. N. ) Spill- 


dustries. Ine.. 


lord 


of a thermal dis 
flue 


vas supply and 


ige switch consists 
which responds to presence ol 
products by closing 
shutting off the burner. Burner must 


hand 


tioned at relief opening of draft di 


be reset by Switch is pos 


verter. Specific models are available 


for horizontal. vertical and baro 


metric diverters, and for various 


types of heating installations. 


Blower-Coil Unit 


“Moncrier” air handling units for 
which com 


flat 


summer air conditioning, 


bine vertically-mounted evapo- 


rator coil with air distribution motor 
Henry 
Furnace Co.., Vedina, O. 
Available in units are 
31.000 or 55.300 Btuh when 
operated with 3 or 5 hp “Moncrief” 
When 
installed with duct work, intake and 


discharge ducts are 


in same cabinet 
Dept. | 1. 


two sizes, 


and blower 


rated at 


air cooled condensing units. 
attached to unit: 
where air is taken directly from ot 


discharged into the room, accessory 
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Now he can get a full night’s sleep... 
thanks to the Metalbestos “Safety System” 


“Midnight call-backs” used to cheat this installer out of a full night’s rest. 
He's relaxed now, though, knowing that the “Safety System” protects him 
. and his customers . . . from these consequences of faulty gas venting: 

* “False leaks” that are actually vent condensation 

* Stale, polluted air from draft hood spillage 

* Pilot failure resulting from carbon-dioxide-loaded vent gases 

The Metalbestos “Safety System’ puts a permanent end to all these after- 
hour complaints ... because draft hood spillage and condensation are im- 
possible when an all-Metalbestos vent is designed and installed according 


to the Metalbestos 


“Safety System” Gas Vent Tables. 


Learn how the Metalbestos Gas Vent Tables simplify installations ... maintain 
your quality reputation by eliminating wasteful “call-backs.” Write Dept. B-12 


Stocked by principal distributors in major cities. Factory warehouses in 


Akron, Atlanta, 
Chicago, Dallas, 
Des Moines, 

Los Angeles, 
New Orleans, 
Woodbridge, N.J. 


M ETALB E S10 S DIVISION 


WILLIAM WALLACE COMPANY - BELMONT, CALIF 
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and upward on the same side that it enters; condense 
may be placed in corner or built into wall so only in 
let-outlet space is exposed. Without acoustical hood, 
air is discharged from top of unit. Dimensions with 
hood are 34144 * 33.11/16 X 5914 in. 


intake and discharge plenums with grilles are used. 


Discharge grilles diffuse air in virtually any direction. 


Condensing Unit 


. ° . . . . e 
FouR TON condensing unit for central residential air Flexible Toggle Clamps 
conditioning systems, with capacity of 49,000 Btuh 
when remotely connected or close-coupled to a 3 ton 


“Landmark” evaporator and 51,000 Btuh with 5 ton 


“FLEX-O-MATICS” SERIES of six flexible toggle clamps 
with and without automatic compensation of material 


thickness—Detroit Stamping Co., Dept. AA, 350 Mid- 


—s tz 


land Ave., Detroit 3. Models 420 and 421 have pre-set 
0 in, jaw-gap, requiring no adjustment spindle; models 
121-1 and 421-2 combine automatically adjusting flat 
spring-action with standard screw type spindle as- 
semblies. All four compensate for material thicknesses 
from pre-set dimension to recommended additional %¢ 
in. jaw-gap. Models 431-1 and 431-2 do not compen- 


evaporator—Lennox Industries Inc., Dept. AA, 200 S. sate but provide conventional clamping action with up 


12th Ave., Marshalltown, la. Model HSA3-40, when in- 


to 350 Ib holding pressure. Plastic coatings are avail 





ee & Perforated Metal Grilles 
and Decorative Sheets 


for ventilation, concealment and acoustical purposes 


"4 

. 
© 
v 








= Mm XIN 
= ote of 

ST ever 

ots ots 

@ Plain Lattice Style L Style HK720 Style HK111 Style U 

4 Perforated metal grilles can be ordered from the wide selection of pat- 

e terns available at H&K. Grilles are made to your exact specifications, in 

: the kind and thickness of metal, size, shape, finish and margins. 


FIGHT CANCER 
WITH A CHECKUP 


(See your doctor) 
Two-Tenths Square Lincane Pertex Style A-1 9/32” x 1-27/32” Siot ° 
Decorative perforated metal sheets (in lighter gauge steel) are carried Z AND A CHECK 


in stock for prompt shipment from H&K warehouses. For illustrations of (Send it now) 
patterns and ordering information, send for H&K Stock List Brochure. 
TO 
H&K perforated metals including louvers (fixed and lip slot). | ""J".., 
Chicago Office and Warehouse New York Office and Warehouse SOCIETY 
5649 Fillmore St., Chicago 44, Ill. 114 Liberty St., Dept. AA, New York 6 





WANA 
ALANA 
ie a 
ALANA 


SIZES 
INE AINA) 














iNustrations 
PERFORATING CO., INC. CANCER 


SEND FOR H&K GENERAL CATALOG for information about | A>ev* 
THE ° ° AMERICAN 
“ff arrington & Ming.... 
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able. Jaws are easily cut, shaped, tapped or altered and 
may be fabricated from stainless steel, aluminum or 
other materials. 


Heating, Air Conditioning Lines 


LINES OF YEAR “ROUND units, central and window ait 
conditioners and residential heat pumps— York Corp.. 
Subsidiary of Borg-Warner Corp., Dept. 14, Roose- 
velt Ave.. York, Pa. “Comfort Center” packaged fur- 
nace and air conditioner features improved electronic 
air filter, auxiliary air conditioning system that cuts 


in only during peak periods, and gas burner 


with 


two rows of flame. Units are in highboy models in five 
capacities and lowboys in three capacities. Heat pumps 
are air-to-air models, designed as smaller version of 
previous commercial models, “Medalist.” “Citation” 
and “Metropolitan” room units feature rippled fins 
and staggered tubes on coil which expose more ait 
to cooling surfaces: compressors are all 1 hp; multi- 
vaned grilles can be rotated full 360 deg. Central ait 
conditioners are: “Pathfinder” self-contained units 
with 2. 3 and twin 2 hp compressors; ‘“Twinline™ re- 
mote model with two complete cooling circuits, having 
two 114 hp, two 2 hp or two 3 hp compressors; and 
“Champion” remote units in air or water cooled 
models with 10 and 15 hp capacities and two inde- 
pendent cooling systems. Commercial “Embassy” line 
is in six models from 3 to 2214 hp. Furnaces are in 


evas- and oil-fired models. designated “Climaster.” 
“Challenger” and “Patrician.” Highboy, counterflow,. 


lowboy and horizontal models are available. 


Aluminum Extruded Grilles 


“AIRLINE” ALL-ALUMINUM extruded grilles, available 
in one-piece continuous construction up to 12 ft long, 
for floor, sill and wall applications—W aterloo Register 
Co., Inc., Dept. AA, P. O. Box 72, Waterloo, la. Bar- 


AMERICAN ARTISAN, DecempBer 195! 


The word gets around..... 


ays 
5 save 
with 

NATIONAL Angle Rings 


Way No. 1 


National rings are guaranteed fo be round. This 
means that each and every one is right . . . a quality 
that works with you to save lost motion and costly 
fitting time in the shop or on the job site. 


Way No. 2 


National leg-out rings are available in-stock for im- 
mediate delivery. This on-the-floor warehouse service 
saves you days of waiting time, makes it unnecessary 
for you to invest your money in an inventory of your 
own. Draw on National stocks as you require. 


Way No. 3 


National gives you stock prices instead of custom 
prices. Because National rolls rings for stock, in pro- 
duction quantities, you get the benefit of this lower 
cost. You are invited to investigate. Write for the 
National stock bulletin and price list. 


Rings Rolled To Order 


National rolls accurate rings to nearly any size, in all 
ductile metals. Phone, wire or write for a quotation 
on your requirements. 


NATIONAL 


METAL FABRICATORS 
2138 South Sawyer Avenue, Chicago 23, Ill. Bishop 7-4255 
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combustion chamber. reduced clear- 





ances, and adaptability for right or left hand installa- 
tions in the field. 
support design involves integral construction of bars 


and supports incorporating aluminum rods that tie 


grille work securely to the frame. The 14 in. face bars Pressure Type Fans 

ire on 14 in. centers. Grilles are in eight different Tyre DT pressure type tubeaxial fans for industrial 
types with choice of five border styles. Line includes applications, with propeller diameters of 8, 12. 16, 20 
return or exhaust grilles, supply grilles for sill or floor 


installation for heating and air conditioning. and side 
W ill orill = 


Oil-Fired Furnaces 
“SHAFCONAIRE OIL-FIRED furnace line for commercial 


ind similar applications. in sizes ranging from 85.000 


| OF 


and 24 in. Propellair Div., Robbins & Myers, Inc.. 
Dept. AA, 1345 Lagonda Ave., Springfield 99, O. 
Propellers are magnesium-aluminum sparkproof alloy. 


Capacities range from 200 to 12.000 cfm from free ait 
0 252.000 Btu output—Overhead Heaters, Inc., Dept. 


to 5 in. static pressure. Enclosed motors have sealed. 
14. 1612 Book Bldg.. Detroit 26. Features are built-in 


pre-lubricated cartridge bearings. can be mounted in 


SUCCESSOR TO THE PIPE WRENCH 


With the terrific gripping power now 
offered in the HL 112 plier, the Groove- 
joint plier now takes the place of, and func- 
tions better and easier, than pipe wrenches. 


The new Diamalloy Super Groove-Joint plier measures 12 inches 
overall length. The six groove positions enable the user to grip all 
sizes of objects up to 2!¢ inches. 


Another fine tool bearing the Diamond Trademark 


DIAMOND TOOL aid /Ol'sSh0e Cy 


DULUTH - MINNESOTA Estoblished 1908 TORONTO -CANADA 
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(Continued ) Cincinnati 
any position. Single phase, polyphase, class B high Elbows 


temperature, and explosion-proof motors are available. 


Fan bodies are tubeaxial drums of heavy gage rolled really get 


steel. Sizes above 8 in. have mounting flanges. Belt- 





driven motors with gas-tight belt tubes and cast iron 


bearing housings are also available. 


Air Handling Units 


“GOLDEN ANNIVERSARY” line of air conditioning ait 


o 


handling units in 3, 5, 8, 10 and 15 ton capacities 


with “free-throw” plenum chamber Typhoon Air 
Conditioning Co., Div. of Hupp Corp., Dept. AA, 505 














Carrol St., Brooklyn 15. N. Y. Seamless copper tube 
coils with bonded helic al fins are designed for use with 
air handling units. Large capacity blowers are de- 
signed to overcome air resistance in duct installations. 
{ nits may be used with water cooled or alr cooled ail 
conditioning installations. Cooling capacities are 37.- 
000, 60,600, 97.500, 125.000 and 191.000 Btuh. All 


models are 2414 in. high. 





Press Brake Setting Gage 


Mone. 800 PRESS BRAKE gage designed to increase 
safety and permit faster setup and production—Ad- 
dresso Mfg. Co., Dept. AA, 9105 W. King St., Frank- 


Precision shaped and tapered on fully automatic 
machinery for positive uniformity, Cincinnati 
Elbows fit together quickly and surely on every 
installation. Hot-dipping after formation at con- 
trolled temperatures gives them a thick coating of 
zinc for a better-looking, longer-lasting quality. 
So give the home owner the best. Give him a gal- 
vanized, Cincinnati Elbow not an unfinished in- 
ferior product. Cincinnati Elbows are availeble in 
all sizes, angles and gauges in copper, aluminum, 
stainless or galvanized steel. Ask your jobber. 


lin Park, Ill. Horizontal adjustment is made by hand oT ad) ser ae 
wheel at rear; readings from 0 to 31% in. are made on 


scale on right side. Lock nut locks reading. Vertical CINCINNATI ELBOW CO. 


adjustment, to compensate for die height, is made by 4730 Madison Road e Cincinnati 27, Ohio 
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equipment developments Long Beach 5, Calif. Integrating pressure regulator 


Continued within control package saves about 60 percent in 





mounting space, the company reports. 
raising or lowering front casting and locking with set 
screw. Casting has a 14 X 7g in. slot for holding mag- 
netic sheet stopper. Fast settings are possible for bend- Gravity Roof Ventilator 
ing sheets up or down, for hook gage for turned down “Vanco Roor-Line” eravity roof ventilators designed 
flange and gaging for small flanges and multiple forms. 


to relieve pressure and provide efficient weatherproof 
| nit can be applied to any press brake. 


ventilation over areas where positive exhaust exists 

E. Van Noorden Co., Dept. AA, 126 Magazine St. 
Boston 19. Low-silhouette unit has outlet opening 
which is 50 percent greater than inlet, for positive flow 
of air in rated volume. Aluminum, copper and gal 
vanized units are available in square and rectangular 
shapes and 11 throat sizes from 12 in. on a side to 


maximum of 60 in. 


Portable Electric Space Heaters 


LINE OF BLOWER type space heaters rated from 
125.000 to 500,000 Btuh, which plug into ordinary a-« 
outlet deroil Products Co., Inc., Dept. AA, 69 Wesley 
St.. South Hackensack, N.J. Designed for portability 


for space heating in different areas, the units are engi- 


neered for high volume of air delivery without danger 
Water Heater Controls ' , . ss 

from carbon monoxide gas. Fuel tank is large enough 
“UnitrROL” 110. 200 snp 400 gas water heater con- to keep smallest unit running overnight. Units are 
trols with built-in pressure regulators—Grayson Con designed especially for 


trols Div... Robertshaw Fulton Controls Co.. Dept. AA, buildings 


HUDEE (oro 
AIRE ‘ca 


AUTOMATIC HUMIDITY CONTROL SYSTEM 
Here at last is a truly practical automatic humidifier 
for forced warm air heating systems. Market proven 
for 3 years... hundreds of installations under all 
types of conditions. It’s easy to install in the furnace 
plenum ... just make a few simple adjustments and 
you have another satisfied customer. The cost is low 
($49.75 suggested retail) ...and so is maintenance 
(no fins to replace!). Every home with forced warm 
air is a live prospect. Hudee Aire boosts comfort, 
promotes health, cuts fuel bills. 


WIRE COLLECT or write today for spec sheet, 
prices and details of distribution and profitable pro- 
motion plan. 


use in partially completed 


WALTER &. SHLCK and Co. 


225 West Hubbard St 
Chicago 10, Illinois 
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Oil-Fired Furnaces 


SPECIFICATIONS AND DIMENSIONS for “W” and “GO” 
series oil-fired furnaces are given in an eight page 
illustrated brochure. Designed for consumer distribu- 
tion, booklet is printed in full color, features culaway 
views of complete units as well as photographs of 
parts. Also described and illustrated is summer air 
conditioning equipment which may be added to heat- 
ing unit at any time-—Stewart-Warner Corp., Heating 
and Air Conditioning Div., Dept. AA, Lebanon, Ind. 


Building Insulation 


INFORMATION on reflective insulation for homes is 
presented in a 24 page illustrated brochure. Included 
are an analysis of heat transfer problems, suggestions 
for preventing moisture damage resulting from con- 
densation in walls and ceilings, and a list of properties 
of aluminum foil insulation. Also discussed are meth- 
ods of installing insulation. A cost study covers han- 
dling, storage. delivery and application costs of dif- 
ferent types of insulation. Copies are priced at 10 
cents Reflectal Corp., Dept. {4. 200 S. Vichigan 
fve.. Chicago 4. 


Flexible Ducts for Dust Control 


BULLETIN 82 describes and_ illustrates methods of 
using flexible ducts to control industrial dust at points 
of origination. Included is selection and pricing in- 
formation—The Flexaust Co., Div. of Callahan Zine- 
Lead Co., Inc., Dept. AA, 100 Park Ave., New York. 


Steel Inventory Costs 


“What's Your Rear Cost of Possession for Steel?” 
is designed to help determine inventory costs on steel 
items purchased for extended future use. The booklet 
breaks down the cost of possession into three major 
groups: 1) cost of capital (including the capital in- 
vested in raw material inventories as well as the cap- 
ital invested in space to house inventories and_ the 
equipment necessary to store, handle, and semi-process 
steel); 2) cost of operating the space in which the 
inventory is housed; and 3) cost of such items as 
obsolescence, taxes, insurance, and accounting 
{merican Steel Warehouse Association, Inc., Dept. 
{4, 540 Terminal Tower, Cleveland 13. 


Portable Heaters for Construction Jobs 


CATALOG 259A presents data on portable gas heaters 
for providing heat during construction work. Also 
included is information on hose and accessories, cyl- 
inders and cylinder wrenches—Insto-Gas Corp., Dept. 
AA, 998 E. Woodbridge Ave., Detroit 7. 
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cut production cogtg 


on this kind of work 











I I™ © i 


DAMPER BLADE 


NS 





STANDING SEAM 


GRAVEL 
STOP 
PIPE OG GUTTER 


DUCT SECTION 














CHICAGO PRESS BRAKES 


with the plus features 
for 
SHEET-METAL WORK 


Models A, B, C, L 
30, 36, 50 and 60 Ton Capacities 


Models 131 and 265 
11 and 25 Ton Capacities 


Complete literature, or recommendation on any job upon request 


Distribut in all principal citi 
istributors in all principal cities 2245 


Straight-Side-Type Presses + Press Brake Dies 





+ Special Metal-Forming Machines 


MANUFACTURING CO. 


7404 South Loomis Boulevard, Chicago 36, Illinois 


95 
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Stainless Steel Sheet and Strip 


FULL COLOR BROCHURE illustrates facilities for pro- 
ducing stainless steel sheet and strip. Included are 
interior and exterior views of a Sendzimir mill as well 
as photographs of coil preparation line, hot anneal 
furnace, and slitters for cutting coil into strip and 
specified sheet lengths—Jones & Laughlin Steel Corp., 
Stainless and Strip Div., Dept. AA, Box 4606, De- 
troit 34. 


Test Equipment 


BULLETIN 2060 contains data on instruments for test- 
ing air conditioning and heating equipment. Test 
equipment 


described int ludes 


millivoltmeters for 
checking safety thermocouples on gas-fired furnaces 
and hot water heaters: volt-wattmeters for simulta- 
neous readings of volts and watts; ac and dc ammeters; 
ac and dec milliammeters; and dc microammeters 
Simpson Electric Co., Dept. AA, 5200 W. Kinzie, Chi- 
cago 14. 


Ventilating Fans, Range Hoods 


VENTILATING FANS and range hoods are described in 


bulletin 237-L (eight pages). Designed to be used in 


sales presentations, the booklet is illustrated through- 
out with product and application photographs, Also 
included are specifications and dimensional informa- 
tion—Leigh Building Products., Div. of Air Control 
Products, Inc., Dept. AA, Coopersville, Mich. 


Skylights 


ANNUAL CATALOG contains information on “Marcolite” 
aluminum and glass fiber skylight products. Specifica- 
tions, design data and installation photographs are 
included—The Marco Co., Dept. AA, 45 Greenwood 
{ve., East Orange, N. J. 


V-Belt Drives 


TWELVE PAGE ILLUSTRATED MANUAL entitled “How 
to Get Longer Life from V-Belt Drives” tells how to 
select and install V-belts, how to detect V-belt trouble, 
diagnose belt failures, and correct drive troubles. A 
list of maintenance tips is included as well as a sug- 
gested inventory survey check-list—B. F. Goodrich 
Industrial Products Co., Dept. AA, 500 S. Main St., 
{kron, O. 


Coatings for Metal, Plastic Surfaces 


THIRTY-SIX PAGE BROCHURE gives data on clear and 


colored coatings for use on metal, plastics and other 








Uow . 


.. Featwting 
the WELTY-WAY 


Collar Attaching Machine 
newest time-saving device available 


This handy machine will enable you to cut 
your working time almost in half. In only one 
hour the new WELTY-WAY Collar Attaching 


Machine will attach from 200 to 300 
collars to boots and fittings of various 


forms ranging from 4” to 7” collars. It takes 
approximately just 10 minutes to change dies 


... send for more 
information and 
literature today! 


from one size collar to another. This machine 
is powered with a 34 HP single Phase motor 
and requires 60 lbs. air pressure to operate. 


WELTY-WAY PRODUCTS INC. 714 FirsT AVENUE, N.W. 


Distributors for WELTY-WAY Collar Attaching and Gutter Machines CEDAR RAPIDS, IOWA 
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materials. Coatings may be applied by spraying, 
screening or roller method—-Bee Chemical Co., Dept. 
4A, 12933 S. Stony Island Ave., Chicago 33. 


Condensing Unit 


ILLUSTRATED BULLETIN describes a four ton condens- 
ing unit said to give 49,000 Btuh of cooling when re- 
motely connected with or close-coupled to a three ton 
“Landmark” evaporator and 51,000 Btuh with a five 
ton evaporator. When unit is installed with acoustical 
discharge hood, air is ejected high and upward on 
the same side that it enters. Without the acoustical 
hood, air is discharged from the top of the unit. Di- 
mensions are: height, 3414 in.; depth, 33 11/16 in.; 
width, 5914 in.—Lennox Industries Inc.,, Dept. AA, 
200 S. 12th Ave., Marshalltown, Ia. 


Steel Sheets and Strip 


REVISED BULLETIN lists steel sheets and strip available 


for immediate shipment in the form of coils, stock 


sizes and cut-to-order sizes. Cost factors are reviewed 


as a guide to economical purchasing. Characteristics BETT-MARR 


of each type of sheet are listed. Bulletin also contains 


information on pre-painted steel in slit coils and flat BAN b 
sheets. Ask for bulletin 20-1—Joseph T. Ryerson & 


Son, Ine.. Dept. {4. Box 8000-A, Chicago 80. Jil. 


DOES THE WORK OF 
Axial Fans SIX MEN WITH SNIPS! 


BuLLETIN No. 5802 describes axial flow fans featuring Stacked cutting with the 
compact design, light weight, quiet operation and low Lockformer Bett-Marr Band 
maintenance .¢ost. Fans are available in square and 7 wil actually produce act 
work pieces up to 12 times fast- 
er than by hand. Cuts 50 to 70 
stacked sheets at speeds up to 
tomer specifications—Pesco Products Div., Borg-War- 15 inches per minute. Adjust- 
ner Corp., Dept. AA, 24700 N. Miles Rd., Bedford, O. able blade speeds, from 100 to 

3000 fpm, permits cutting any 

wood, metal or plastic without 
Building Insulation blade chatter... even stainless 
steel up to 12 gauge can be 
friction cut with no distortion. 


round flange as well as clip mounting arrangements, 


or can be supplied with special mountings to meet cus- 


“Here's How Fipercias Paves Your Way to Profits” 
explains the benefits of full insulation in residential 
construction and illustrates available merchandising ae el ae 2 and 3-WHEEL MODELS 
and sales aids—Owens-Corning Fiberglas Corp., Dept. g 13% inch ond 24 inch throats 
14, National Bank Bldg., Toledo |. The Lockformer Bett-Marr is 

the one band saw expressly designed for the sheet 


metal shop. For as little as $445.00* you can put this 
Stainless Steel Sheet and Strip rugged high-production band saw to work on any cut- 


ting job in the shop. By cutting labor costs 80-90%, it 
will quickly pay for itself on the first few jobs. 


*13\4" throat model. Prices subject to change without notice. 


BooKLet describes stainless steel sheets, strip, and 
plates. Detailed information is given on various types 
of chromium-nickel and chromium types, also special 


Write for Free Copy of Latest Bulletin 
grades such as precipitation hardening stainless steels OCKFORMER Manufactured by 
and “17-14 Cu-Mo” for high tempe:. ure service- gp THE LOCK FORMER co. 
4rmco Steel Corp., Dept. AA, 703 Curtis St., Middle- EQUIPMENT 5 A, so — West Reesevelt Read 
icago 50, Illinois 
town, O. In Canada: Brown Boggs Foundry & Machine Co., Ltd., Hamilton, Ontario 
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FOR LOW COST HEATING 
PLANT POWER-DRAFT AND 
INDUSTRIAL EXHAUSTING 


Patent No. 2,722,372 
Other Patents Pending 


.. specify 
Ouickdraft 


* NO MOTORS, FANS OR BEARINGS 
IN EXHAUST LINE * NEEDS NO STACKS 
* ACID RESISTING FINISHES * STATIC 
PRESSURE UP TO 60 INCHES 


FOR HEATING PLANTS AND INCINER- 
ATORS, Quickdraft provides constant draft for 
efficient and economical combustion. It eliminates 
pulsating or chattering, puffing, smoking and sooting. 


Costly, tall and unsightly stacks are unnecessary. 


FOR INDUSTRY, Quickdraft now offers from 
Y,-inch to 60-inches static pressure for exhaust- 
ing corrosive gases, abrasives and paint spray ... 


moving fine bulk materials and wastes. 


FOR MOVING AIR... 
through ducts. . 


in or out of building 
. Quickdraft is outstanding. 


N-64%<Q1) 








IMPORTANT NOTICE 


For withstanding corrosive gases, all Quickdraft units 
are available in standard acid resisting vitreous enamel, 
No. 316 Stainless Steel, rigid plastics (P.V.C.) and with 
plastic and Fiberglas coatings. 





Write for QUICKDRAFT ENGINEERING 
DATA on your application . . . today. 


Quickdraft ....:.. 7. 
CORPORATION conn, onic 


we hear that... 





> JoHNs-ManvitLe Corp. recently put its seventh 
new factory this year into production. The new plant. 
located in south Chicago, is operated by the Dutch 
Brand Div. and is one of the projects of a quartet 
billion dollar growth program started by the company 
soon after World War IL. It increases by more than 
50 percent the division’s capacity for production of 
pressure-sensitive tapes, adhesives and related rubber 
products. 

Present at the plant opening celebration were A. R. 
Fisher, chairman and president of Johns-Manville, and 
E. F. Boyle, vice president and general manager of 
the Dutch Brand Div., as well as a number of other 
company officials. about 100 members of the press 
and city officials. In his address to the group, Mi 
Fisher, pointing out that construction is one of the 
country's principal economic props. said he believes 
that in 1959 new construction will pass the $50 billion 
mark for the first time in history. “There may be 
temporary setbacks, of course.” he said, “but for the 
long term we should have a bigger boom than the 


record breaking period that followed World War II.” 


Cc. L. AMMERMAN, R. M. Hadrath and E 
A. Ammerman prepare to break ground at 
site of the Ammerman Co.'s new plant 


> THe AMMeRMAN Co.'s new manufacturing plant at 
Stillwater, Minn.. is nearing completion and is sched- 
uled for early occupancy. More manufacturing space 
was needed to accommodate stepped-up production 
schedules, according to C. L. Ammerman, the firm’s 
president. The new plant is a single story building 
containing 30,000 sq ft of space. 


> GREENHECK Fan & VENTILATOR Corp., Schofield, 
Wis., has been approved for membership in the Air 


Movement & Conditioners Association. 


> L. K. Strrincuam, formerly vice president in 
charge of engineering for Lincoln Electric Co., has 
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heen named a vice president of Emerson Electric Mfg. 


Co. Mr. Stringham will head the firm’s recently ex- 


pended research and development program. The 
Rabbit 
Who 
Had 
Only 
One 
Kar 


Edgar F. Wendt William R. Heath 


> Epcar F. Wenpt has retired as president of Buf- 
falo Forge Co. after serving in that capacity for 29 
years. He will continue with the firm as a director. 
Succeeding him as president is William R. Heath. 
who has been with the company for 36 years, during 
which time he has served as chief engineer. director 


of manufacturing. vice president, and executive vice nce upon a tame 
“ee 
there was a rabbit who had a reputation as a very 
dumb bunny... He listened to only one side of the 
story. He hadn’t heard that Automatic Roll-Kleen 
Ss » A rece - *te - . o ams ° “MW: 
> Dreis s Krump Mrc. Co. recently completed the Air Filters, handling millions of cfm, made by 


Farr Company were being installed all across the 
plant. The new building, measuring 55 X 300 ft. is land. 


president. 


construction of a new assembly building at its Chicago 


serviced by a 25 ton overhead crane. One day his friendly Far-Air man pointed out 
the Roll-Kleen features. When he saw the 24-carrot 
quality of this filter, his good ear stood straight up 
>» AccoRDING TO A SURVEY recently completed by ... (for quality is hard to hear even with two ears). 


General Filters, Ine “9 nearly 7.000.000 families need Now Mr. Bunny’s clients multiply, for only 


furnace humidifiers. The report also covers the need maintenance-free Roll-Kleen will he specify. 
for replacement plates and the profit potentials in the 
humidifier market. 


7 Moral: 
> Henry M. Haase, president of the York Corp., 


subsidiary of Borg-Warner Corp., recently placed the Compare before you 
’ specify. Hear all sides 
of the Automatic Filter 
air conditioning industry on the industry’s failure to Story. Nibble off the 
; coupon below and mail 
rt today. 


blame for the relatively slow rate of growth of the 


properly sell the public on the comfort, convenience 





and benefits provided by a quality air conditioning 
system. Speaking at a recent meeting of York dis- 


tributors, Mr. Haase said that quality, performance 


and consumer benefits will receive major emphasis E*A Ee, ES, 


in his company’s advertising and merchandising pro- 
ee mate S., COMPANY 
grams during the year ahead. He told the distributors 
: : . sis a NEW YORK LOS ANGELES CHICAGO 
that the company’s “Blue Chip Franchise” plan for 
1959 was designed to help brine more stability to an ee a OSS OOS ee 


FARR COMPANY 
P.O. BOX 45187 AIRPORT STATION 
LOS ANGELES 45, CALIFORNIA 


industry troubled by “price-cutting, short-time season- 
al sales efforts and low profits.” He said that the Blue 


Chip Franchise “is base he convicti é . . , . 
hip Franchise “is based on the 3 — that the Hop to it and send me the new Roll-Kleen Bulletin 
consumer wants to know that he is getting a quality B-1400-2A today. 


product for his money.” 


he said: “We have developments on the drawing TITLE 


boards and in test installations that will make air COMPANY. 
STREET 


conditioning even more essential to health and com- ADDRESS. 


fort than it is today. Although they will not alter the 
. . ¢ CITY & STATE. 


r 
I 
| 
i 
i 
| 
Discussing new products now in the formative stage, b wae 
4 
i 
] 
4 
& 


vast potential market for many of our present prod- 


— see es en oe se 
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SHUR-FLO 


€ ~ 


ENDS DRAFT PROBLEMS 
RIGHT FROM THE START... 
MODELS For Gas... Oil... and Solid Fuels! 


THE INSIDE STORY OF 


*'| don't fuss and fret with uncertain draft anymore 
SHUR-FLO EFFICIENCY 


since Walker brought out this low-priced draft in- 
H Self -Feathering F ducer-regulator combination. Now, | install Walker 
- vetop nese - oan inducers on all my jobs. That puts me way out 
des) me : ahead, because with good draft | know every job 

beild-v9) @ Stainless Stee! Shaft, will be exactly right from the start."’ 
Hub, and Blades 





“=| "Most Efficient 
Draft System 
Ever Made" 


Suy Heating Contractors, 
Architects, Home Owners 








Draft problems are eliminated with a Walker Shur-Flo 
Control (Pats. Pending) in an oil, coal, or gas-fired 
installation because it’s the SUREST DRAFT SYSTEM 
ever devised. 

Here’s an economical draft inducer that’s a 
fool-proof answer to every draft problem from older 
heating installations to modern, low-roofed houses. You 
just install it and forget it. What could be better? 

Moreover, the Walker Shur-Flo with fan operated draft 
inducer moves ONLY flue gases; does not suck in outside 
air. Building and home owners like the Shur-Flo 
because it runs quietly, costs less to operate, and requires 
little power. You'll like the Shur-Flo because it installs 
quickly at any angle—vertically, horizontally, or at a pitch 
—-and virtually eliminates costly callbacks and corrections. 


There’s a Walker Draft Control scientifically designed to meet every 
draft problem regardiess of fuel. 28,000,000 in use prove efficiency. 
The standard of performance for the industry. 


hear that 


(Continued ) 








ROYAL PURPLE JUNIOR LINE | DOUBLE SWING 
for smaller central; central heating | for gas fired 
heating plants | budget control equipment 


VENTURI CAP 
for heating 
and ventilating 


md @ % 


For full details, see your supplier or write direct 


ucts, we are perfecting new gas, oil and electric 
powered heat exchangers that are compact in design 
as well as highly efficient in operation. Built in be- 
tween the studs of new homes or adapted to existing 
buildings, these units will combine with cooling, de- 
humidifying. and air cleaning systems to give the 
owner complete control over the indoor climate of his 
home.” 


NAIL! 


CORPOR a TION 


T. B. FOCKE, president of National-U.S. 

Radiator Corp. (right), presents symbolic 

bronze key to the new engineering center to 

L. N. Hunter, senior vice president for en- 

gineering and research, as a token of appre- 

ciation for his part in planning the new fa- 

cility 
> NationaL-U.S. Rapiator Corp. recently dedicated 
its new 40,000 sq ft engineering center at Johnstown, 
Pa. T. B. Focke, president, speaking at the dedication 
ceremonies, said, “This new building gives us the 
flexibility we need to develop and evaluate new designs 
in heating and air conditioning equipment, as well as 
to explore such new and promising fields as heat 
pumps, solar and electric heating.” The dedication 
followed a civic luncheon given by directors of the 
corporation at which Dr. Eric A. Walker, president 
of Pennsylvania State University, was the guest of 
honor. Other guests included business leaders of the 
Johnstown area and a number of prominent figures 


in the heating and air conditioning industry. 


> For THE SECOND CONSECUTIVE YEAR, Armco Steel 
Corp., has won the advertising award of the National 
Association of Sheet Metal Distributors. The plaque, 
signed by Louis F. Demmler, president of the asso- 
ciation, was presented to W. A. Danner, manager of 
eastern sales for Armco, by Lee Haines, chairman of 


the advertising awards committee. 


> THe Van-Packer Co. Div. of The Flintkote Co., 
has moved its offices from Carbon Cliff, Ill., to new 


WALKER MFG. AND SALES CORP. 1730 Penn St., St. Joseph, Mo. facilities at Chicago Heights. 
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INVITATIONS to wholesaler’s open house cele- 
bration were sent on a postcard picturing new 
warehouse and office facilities 


>» Union Roorinc & Heatinc Suppty Co., INc., 
Altoona, Pa. recently was host to over 200 dealer- 
contractors from the central Pennsylvania area as well 
as some 30 manufacturers’ representatives. The oc- 
casion marked the firm’s 58th anniversary and the 
opening of a new warehouse. Founded by the late 
Joseph C. McKerihan at 1805 9th Ave., the company 
has expanded until its buildings now occupy the prop- 
erty from 1801 to 1807. In October of 1953 the busi- 
ness was incorporated with C. O. McKerihan as presi- 
dent and treasurer and Isabel D. McKerihan as vice 


president and secretary 


>» Cuarves R. Bennett has joined the Warren Barr 
Supply Co., Chicago, as manager of its heating and air 
conditioning department. He 
will direct the sales of furnaces, 
air conditioning units and sup- 
plies. Before joining the War- 
ren Barr company, Mr. Bennett 
was with Armstrong Heating 
whole- 


Supply Co., Chicago 


saler, where he served for 
many years as vice president 
and general manager. Charles R. Bennett 
> Don Srarr has rejoined Ashburn Supply Co., Cul- 
ver City, Calif., distributor, as sales manager. Mr. 
Starr has been in the heating and air conditioning 
industry in the southern California area for the past 
10 years. During 1950 and 1951 he was assistant sales 
manager for the Ashburn firm. He returns to the com- 
pany after seven years of service with a manufacturer 
of heating and air conditioning equipment. 


>» Unitep States Evecrric Co. has been named to 
cover the Springfield, IIl., area for Copeland Refrigera- 
tion Corp., handling the sale of condensing units, 
compressors and replacement parts. The new whole- 
saler maintains offices at 216-220 Adams St., Spring- 
field. 














SWIVEL HEAD SQUEEZER TONG 
For closing Government box lock 

duct work and all standing seam 
makes tongs usable on al! four 
either vertical or horizontal position 


for a complete 
line of HANDY Handles up to 3” wide, 22 ga 
TOOLS AND or lighter. Hand or foot opera- 

tion. Mounts on bench, or on 
EQUIPMENT job with clamps, or bolts and 
«+ See screw 


REINER & CAMPBELL CO., 


CLEAT DRIVE NOTCHER > q 
ea 


P.O. Box 5035 


INC. Newark 5, N.J. 





CLIP 
PUNCH > 


For fastening slips 
or seams on ducts 
Will push a “half 
moon thu 3 
thicknesses of 18- 
ga. steel. No ham- 
mering or flatten- 
ing out to fasten 
slip to the duct 


SOLDERING 
OUTFIT > 


Will give you hot soldering iron 
in one minute—Solders eight 
hours for 10c—Right amount of 
heat—No changing of irons— 
Make your own fuel from water 
and carbide 








Hard to Aluminum, Cast Iron 


SODER — Stainless Steel 


Metals Galvanized Metals 


| SODERING 


BRAZING & WELDING 


L.B. ALLEN CO.INC. Chicago 31, III. 


ae 
9302 BERENICE, SCHILLER PARK, ILL. 
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DX DC) 
xDD) 
xX DX 
DX DC 


Look Better — Last Longer 


Superior workmanship and finish in heavy- 
gauge metal assures installations of lasting 
beauty. Mosi designs stamped in any thickness, 
up to one-fourth inch, from any metal. Catalog 
No. 36 illustrates all designs and gives complete 
working data. Free on request. 


Diamond Manufacturing Co. 
Box 34 Wyoming, Pa. 


Sales Representatives in most principal cities. 
Consult your Classified Telephone Directory. 





FLANGES THE DUCT appointments. . . 
CRY SC MM} Joex Seanis as manager of fl sales hatin 


and air conditioning controls. for Controls Co. of 
Less than 5 seconds on short 





d lich . America. Mr. Searls was formerly director of sales 
and lighter pieces... , : 

g P for Penn Controls. Inc. and has also been associated 
with White-Rodgers Co.. where he served as vice 


MAKES PERFECT c ; president in charge of sales. 
DRIVE-CLEATS TOO! 


The ONLY tool that does both. 
let i leating tool... a ; : 7 
Aeenge - Give cee gi. Se , a in a territory comprising Colorado, Utah, Kansas and 
no set-up time . . . no adjustments. ‘ ; . 
Handy to take out to the job when * 4 Nebraska as well as Kansas City and St. Joseph, Mo. 
not needed in the shop. Turns idle : 
time into production time. Flanges 
pa, Ar ames duct up to 20 oe 4 5 * Arkansas, Louisiana, Mississippi and Alabama. Named 
Quickly pays for itself in time, S hae 


motertel and labor savings. a manufac turer s sales and warehousing representative 

No. 12 Smith's Cleat Bender ms in the north Texas and Oklahoma area is J. P. Ash- 
12” Wide — $ 49.80* Se ‘ om oun . 

No. 18 Smith’s Cleat Bender craft Co.. Ine.. Dallas, Tex. The Asheraft firm has 
8” Wide — 78.60* PERFECT pe ee ‘a 

No. 24 Smith's Cleat Sender lial DRIVE CLEATS branches in Ft. Worth and Lubbock, Tex.: Shreve- 

No. 30 Smith's Cleat Bender fit the duct without port, La.; and Oklahoma City in addition to the main 
30” Wide — 170.00* S 

Also Cleat Bending Brakes the use of a screwdriver. 


*F.0.8. Waukegan, Illinois TREMENDOUS SAVINGS 
Prices subject to change ‘ se he ; 
with th in erection time and labor. 


oe ee 


1124 Elizabeth Avenue e Waukegan, Illinois 


Slightly longer on bulkier pieces 


>» CLaupe WILSON as a district manager for Lima 


Register Co. Mr. Wilson will supervise sales activities 


Otis N. Fussell has been named a district sales repre 


sentative to serve a territory including Tennessee. 


office and warehouse in Dallas. 


Claude Wilson Larry Cooper 


> Larry Cooper, former president of Buckeye Fur 
WORLD’S LARGEST nace Pipe and Fittings Co., as sales representative in 
MANUFACTURER OF parts of Ohio and Pennsylvania for the Peerless Corp. 


ONE-PIECE >» Jonn W. Bopwett ano Rosert T. Harvey as 


STAMPED assistant general managers of sales for Joseph T. 
Ryerson & Son, Inc. Both men report to Weaver F. 
Falberg. general manager of sales, and headquarter 
in the company’s general offices in Chicago. 

Long the favorite with 

Original Equipment Manu- > 

facturers of Automobiles, 


Heating and Air Condition 
ing Equipment. 


THEY COST > Water ALLEN as manager of the newly created 
YOU LESS! architectural and design promotion department of 


Because they are made in ONE-PIECE Bowman Steel ¢ ‘orp. 


ZATKO ONE-PIECE PULLEYS 

Are Stronger, wear longer and cost > Jess L. Moor: 
you less. Hundreds of thousands , ea 
now in use. Write for Literature. newly formed home heating and air conditioning 


marketing division of The Coleman Co. Inc. Mr. 


METAL PRODUCTS rat) Moore joined the firm in 1947 as a district sales repre- 
° sentative, and has since served as a regional manager, 

20850 ST. CLAIR AVE. 
CLEVELAND 17, OHIO 


EARL SCHWENK JR. as manager, sheet and strip 
department for Production Steel Co. of Illinois. 


Jk.. as general manager of the 


director of market research. and administrative as- 
sistant to the president. 
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BEVERLY SHEARS SAVE 


Make any cut- 
curved, straight or ir- 
regular, faster, easier 
and better with less 
material waste on a 
Beverly Throatless 
Shear. You can turn i B-3 with 


ene 
work to any position __* ale availabilit 
and make a clean cut - » 
as you go. Handles . } y 
— hae Bess Suspended gas unit heater — duct furnace - floor model 
without distortion. 4 room heater ... no matter what you need, it’s as close as 
models—capacities 18 your telephone. Just give your Reznor distributor a call 
gauge to 44° mild He should be able to meet your requirements right out of 
his warehouse stock. Reznor dealers don’t miss sales be- 


cause they can’t get delivery. If it’s Reznor equipment, it’s 
INSIDE SLOTTER available 
” . 
8” Reach—16 ga. capacity 
Makes inside slotting cut- AVAILABILITY—just one of the many reasons why 
ting faster, easier, cleaner 
Punch and die arrange- : 
ment of 5 blades assures Reznor distributor for the complete story. 
iccuracy,. clean cutting 
acti ion . Cu s 2!5” x ',” or 
* slot at one 
st Sue. Throat design per- 
ts pivoting work at any 
point in stroke for special 
inside cuts. Note sample 


cuts at left ; Ry “REZ NOR 
e ae 
See your Beverly Dealer or . = 


write for illustrated catalog ’ 1 " v R LARGEST SELLING DIRECT-FIRED 
ze 


/ SHEAR MFG. CO. = Fj NAT HEATERS 


3020 W. 111TH STREET * CHICAGO 42, ILLINOIS rrnor Manufacturing Company, 6 Union Street, Mercer, Pa 


today from the Reznor distributor in your town. 


Reznor dealers make sales . . . and more money. Ask your 


breoriog PROMPT DELIVERIES* ian 
Eliminates On-the-Job DELAYS! g. moved & WAYS | 
,\ FOR MORE PROFITABLE | 


THE LINE WITH 
14 GREAT MODELS 


“OVERNIGHT SHIPMENTS TO YOUR WHOBESALER 


_ : , Pre-assembled to permit 
Moncrief, being strategically located in Atlanta tie 


30-minute installation. 


at the Cross-Roads of the South, is in a position @ Swonger eecnting of trentcnd Game 


to make PROMPT DELIVERIES on everything @ Complete adjustability of drip valve. 


; , ¥ 7? ; @ Non-breakable evaporator plates. 

you need in Pipe and Fittings for any type o et 

? E ’ y type of @ New positive thermostat control. SERIES 555 

@ Longer lasting stainless steel pan. Fits any straight 


: side warm ai 
on Ducts, Registers, Grilles and Diffusers by ; 


THEY ALL ADD UP TO; _ furncee. 


@ Fewer service callbacks. 
@ Assurance of humidity balanced with temperature. 


write For catatoc_“4-'2_. 


MONCRIEF FURNACE COMPANY AUTOMATIC HUMIDIFIER COMPANY 
676 Hemphill Ave., N. W., ATLANTA 1, GA. CEDAR FALLS, IOWA 


heating or cooling system. Save Time and Money 


ordering from your jobber Today. 


Write for Free Catalogue. 
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COLUMBIA “GEM” 
NEW 1959 
GAS and OIL Fired Furnaces 


Highly Competitive in Price 
More Profitable Than Ever for You 


Space savers every one of them and each a 
lustrous baked enamel finish streamlined beauty 
of quality and performance that sells and stays 
sold, because they give customer satisfaction 
Installation is easier, quicker. Service calls are 
practically nil. Backed by 39 years of engineer 
ing and designing 


GAS Lowboy, 4 sizes 80-100-125-150M 
eas GAS Highboy, 3 sizes 80-100-125M 
Lowboy GAS Counterflow, 3 sizes 80-100-12°M 


A.G.A. Listed FEATURES 


HEAT EXCHANGER with large exposed surface has written 10 year 
warranty. CAST IRON BURNERS with milled slotted ports are dur 
able, long lasting. quiet and efficient. All units wired and prefired at the 
factory. BELT DRIVEN BLOWER: large rubber mounted blower 
delivers plenty of clean filtered air 


“GEM” OIL Fired Furnaces 


Deluxe Lowboy, 4 sizes 85-110-135-150M 
Standard Lowboy, 2 sizes 85-110M 
Highboy, 2 sizes 85-110M 
Counterflow, 2 sizes 85-110M 


FEATURES 


In beautiful pastel colors that blend perfectly 

with any surroundings. Factory tested and assem- 

bled, patented pre-cast combustion chamber 

Each unit with belt driven motor for economical 

heating Every unit has a written 10 year war- 

ranty Ol 

Deluxe Lowboy 
U.L. Listed 


THE COLUMBIA BURNER CO. 729 Ewing St. TOLEDO 7, OHIO 


Write for detailed literature 





for Air Conditioning Equipment 


ABSORBS 24% MORE 


VIBRATION / 


Independent laboratory check proves 
this light duty V-Belt absorbs 24% more 
vibration and noise than next best 
“Low Vibration” Belt. 
For Air Conditioning Equipment,Forced 
Air Furnaces, Window and Attic Fans 
also— Washing Machines, Driers and 
light work-shop Equipment. : 


METAL PRODUCTS CO. 


20850 ST. CLAIR AVE., CLEVELAND 17, OHIO 


* Manufacturer of stor 


appointments 
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mi 


Mel Newman Roy A. Evans 


> Mert NewMan as district representative in Louisi- 
ana and southern Texas for Milwaukee Electric Tool 
Corp. Prior to joining the company, Mr. Newman was 
in the sales department of the Allis-Chalmers Mfg. Co. 
Roy A. Evans has been named district representative 
in Alabama, Georgia and Florida. 


>» R. B. Grant as manager of the Rocky Mountain 
region for Minneapolis-Honeywell Regulator Co. Mr. 
Grant, former manager of the company’s Los Angeles 
branch, succeeds E. A. Thompson, who has been trans- 
ferred to Los Angeles on a special sales assignment. 
Mr. Grant’s territory comprises Colorado, Utah. 
Wyoming and parts of New Mexico, Nevada, Idaho, 
Oregon and Montana. J. T. Pitts has been named 
southwest regional sales manager and will be respon- 
sible for sales and service activities in Texas, Okla- 
homa, Kansas, Louisiana and parts of New Mexico, 
Missouri, Arkansas and Mississippi. Mr. Pitts has 
been Houston branch manager since 1952. Succeeding 
him in Houston is C, D. Adams, former commercial 


sales manager at the Houston branch. 


>» FF. A. Tosirr Jr. as district sales manager of the 
Indianapolis district for Armco Steel Corp. Mr. To- 
bitt’s appointment will become effective January 1, 
at which time Austin N. Edwards, now head of the 
Indianapolis headquarters, will retire. C. W. Azbell 
has been appointed district manager of the firm’s 
Columbus office. C. L. Hill was named district man- 
ager of the Louisville office. 


> Hersert Gipson as regional sales representative for 
the Champion Furnace Pipe Co. in Iowa, Minnesota 
and the Dakotas. He maintains an office in Hopkins, 
Minn. Before joining Champion he represented the 
Standard Furnace Supply Co. in the same territory. 


> Stancey D. Jensen as a sales engineer for the 
Denver branch office of American Air Filter Co., Inc. 
Dale K. Holt has joined the Los Angeles branch as a 
sales engineer. Joe P. Richardson, formerly with the 
air filter products department in the firm’s home office, 
has been transferred to the Minneapolis branch office. 
The R. J. Clark Equipment Co., Inc.. Clearwater, Fla.. 
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> NO. 91 BENCH PUNCH WITH ANGLE IRON NOTCHER 


44 NO. 2 
TINNERS 
PUNCH 


Capacity 

V4" hole 

thru 16 

gage iron. 

Length 8'/,". Weight 

3 Ibs. Depth of throat 2”. 

Punches and dies 1/16” to 9/32” by 

1/64”. Also supplied with three punches 
and dies in cardboard carton. 





SS 


REFRACTORIES 


COMBUSTION 
CHAMBERS 


ENGINEERED TO 
YOUR REQUIREMENTS 


. GEM engineers are at your 
service for special designs ... 
developing new units or re- 
designing to reduce assembly 
costs. Send us your prints. 


GEM Combustion Chambers 
are engineered refractories 
built for performance and de- 
signed for easy, fast installa- 
tion . . . highest combustion 
efficiency for high or low- 
pressure burners. 





Call on GEM 

Engineers for 

your Refractory 
hapes. 


GEMCO BOND 
refractory cement 
insures maximum 
bonding strength. 
INC, 


SEBRING, OHIO . YE 8-210! 


NGEMY 
ie 

Ce ee Onn Oe Ae Om me em 

ri07 BOX 500 . 


seecccee GAD eeoocoeoo 


The oldest and still the 
BEST line of 


Pravtable 
LEVER PUNCHES 
:W. A.WHITNEY: 


¢Manufacturing Company: 
2636 Race St. 


By using the Notching At- 
tachment in Standard No. 
91 Bench Punch, Angie 
Iron up to 112" x 1/2" x 
Vg" can be notched. Oval 
holes 2." wide by 1” long 
can be punched in 3/16” 
plate with shear on punch 
and proper clearance 

between punch and 

die. Punches round 

holes 2” in diameter in 
VY," plate. Holes over 2” 
round or 114," square, or 
2” oval require front de- 
livery bolsters. Advisable 
to have a %," shank on 
the punch requiring front 
delivery bolsters and a 
ram with a %/,” hole. 


© 
Rockford, Ill.e 
o 





LONG-HANDLED ROUND 
FURNACE BRUSHES 


Bristling with famous long-wearing Silver-Bright 
Rustproof Wire — in 4 sizes, 2 handle lengths: 
No. S-441A, 3”; S-441B, 4"; S-441C, 41/2"; 
$-441D, 5”; with either 4 ft. or 5 ft. handles. 


CHIMNEY CLEANING 
BRUSHES — ROUND OR 
SQUARE 


“Round” ”~, &..F, Ww. 2 
dia. with Round Black Tempered Brush Wire. 
“Square” type No. 666 — 6”, 7", 8”, 10", 12” 
widths, with Flat Tempered Steel Wire. 


TIN HANDLE ACID OR DOPE 
BRUSHES 


Selected grade bristies in tin ferrule. 
Ye", Ya", Ve". 


Write for special prices — and new 
Schaefer Flue and Furnace Brush Catalog. 


No. 66 — 6", 


Width, 





Schaefer Brush mec. c0., in. 
etc ag Ses = | Buy Schaefor...tt's | Safer 


Milwaukee 4, Wisconsin 














CLEARITE TESTER 


PROVIDES COMPLETE CHECK ON 
OlL PUMP AND SUCTION LINES 


BLEEDS PUMP QUICKLY — NO MESS 
INDICATES DIRT AND WATER IN OIL 
CHECKS PRESSURE TO NOZZLE 
SHOWS POOR PUMP CUT-OFF 

TELLS BY VACUUM IF PUMP IS GOOD 
SUCTION LINE LEAKS FOUND EASILY 
SHOWS SUCTION LINE RESTRICTIONS 
FITS ANY MAKE AND STYLE PUMP 
SELLS FILTERS, FUEL PUMPS 
SOLENOID VALVES AND NOZZLES 
SAVES TIME — AVOIDS CALL-BACKS 





The Clearite gives an answer to virtually every problem 
that could exist in supplying fuel oil from the tank to the 
nozzle. Easy and quick to use. Instructions provided. 


JAY ZEE MFG. CO. 


147 


For Information 


Write To > bade 


OAK LAWN, 
GA rden 2-4459 
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will represent the company in the Florida territory, 
handling the sale of dust control, heating and ventila- 
ting equipment. Other new sales personnel are Tom 
Mulvey, Larry Harlan and Don Ryan, who have joined 
Air Filter & Equipment Co. of Chicago as sales engi- 
neers. Raymond J. Dunn has joined the staff of the 
firm’s Shreveport representative, Richard L. Johnson. 
Harold Bee, formerly with Kennard Corp., has joined 
the staff of the Rush Co., Kansas City representative 
for the company. A new member of the firm’s Detroit 


office is Edward A. Cruse, a sales engineer. 





Obituaries 
uy A. Voorhees 


Guy A. VoorHees, one of the outstanding contribu- 
tors to the advancement of the warm air heating and 
air conditioning industry, died Friday, November 7, 
at Methodist Hospital in Indianapolis, Ind. Mr. Voor- 
hees was technical sec retary of the National Warm 
Air Heating and Air Conditioning Association from 
1946 to 1958. He was registered in Indiana as a pro- 
fessional engineer and was a member of the American 


Society of Heating and Air-Conditioning Engineers. 


assistant to the director of sales for 


the American Society of Mechanical Engineers, the 
National Society of Professional Engineers, and the 


National Federation of Sales Executives. He also held 


an honorary degree in mechanical engineering from 


Michigan State College. 


Mr. Voorhees was the originator and guiding force 


of the Indoor Comfort conferences. which over the 


years have been attended by more than 20,000 heating 
and air conditioning dealer-contractors. He was in- 
strumental in summarizing, interpreting, organizing 
and writing the technical manuals of the National 
Warm Air Heating and Air Conditioning Association. 

His Ww idow 9 Mrs. ( kel Bly \ oor hees, is the only 


survivor. 


Robert Wi. Nelson 


Ropert W. NeELson, 48, vice president of American 
Air Filter Co., died suddenly October 9 while at work. 
Mr. Nelson was a former president of the Air Moving 
and Conditioning Association and a member of the 
American Society of Heating and Air-Conditioning 
Engineers. He joined the Herman Nelson Corp. in 
1939 and was the firm’s vice president when it merged 
in 1950 with American Air Filter. He was executive 
American Air 


Filter until 1956 when he became director of the 


companys central administrative staff. 











UNION SHEET METAL SUPPLY, INC. 











A } 
SEAMLESS, LONG-LENGTH GUTTER — TO YOUR SPECIFIED LENGTH UP TO 32 Feet / 
I J 





WITH 3 INCH SQUARE CORRUGATED CONDUCTOR PIPE AND ‘‘A’’ OR ‘‘B’’ ELBOWS 


(UNION MADE BY AF of L SHEET METAL WORKERS) 


WE WILL SEND 
FULL INFORMATION 
AND PRICES ON 
YOUR REQUEST 


16722 MILES AVENUE 


FURNACE PIPE ano FITTINGS 


5 INCH, 6 INCH, 7 INCH SNAP-LOCK ROUND PIPE 5 FOOT AND ABLE 
2 FOOT LENGTHS, WITH ELBOWS AND BOOTS 


SKyline 2-0660 


SOME PROTECTED 
TERRITORIES AVAIL- 


TO MANUFACTURERS 
REPRESENTATIVES 


CLEVELAND, OHIO 











ORNAMENTS 


STAMPINGS & SPINNINGS 
Zinc Ornaments Available From Stock. Copper, 
brass, bronze, aluminum and stainless steel ornaments 
made up promptly. 

If you don't have catalog K, send for it NOW 


MILLER & DOING 


89 ADAMS STREET BROOKLYN, N.Y. 








Quick Delivery 
to South & West 


AIR COOLED 
CONDENSERS 


Stock Sizes 
2,3, 4, 5,6 & 7.5 ton 
Magic Aire Division 
UNITED ELECTRIC 
P.O. Box 119 


co. 
Wichita Falls, Texas 
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Classified Advertising 


Rates for classified advertising are 
12 cents for each word, including 
heading and address. One inch $6.00. 
Count nine words for keyed ad- 
dress. Minimum $2.00. Closing date 
20th of month preceding publication. 











A AGENTS WANTED | 


HEATING REPS — calling on contractors or dealers 
Territorie pe for Profit-wise ale f approved 


Western manutacturer of complete competitive line of 
J i i We é v pr Writ 
ng ne of experie t to Key 1141 


u 


i FOR SALE 


BANTAM ROLLER DOLLY. All steel construction 
weiat > tt 30” lona, 4” wide ’ high 4 


13%" 


. +. Move your products in greater volume 


through consistent advertising in this 


Sewice Section... 


Rates for display space in the Service Section are $12.00 per inch 
per insertion. One-inch minimum space accepted. Closing date — 
twentieth of the month preceding issue. 





SHEET METAL 
MACHINES & TOOLS 
lockformer Machines 
Chicago Hand Brakes 
Chicago Press Brakes 
Pexteo Power Shears Whitney Punches 
Pexto Foot Shears Whitney Foot Presses 
Pexto Rotary Machines Pexto Mechanic's Tools 
Pexto Slip Rolls Bleck & Decker Tools 
Pexto Bar Folders Bett-Marr Bandsaws 
Smith Cleat Benders Mershalitown Presses 
Savage Nibbliers Punches and Dies 
Mipatan Pittsburgh Lock Hammers 
SEND FOR CATALOG 


CENTRAL-WEST MACHINERY CO. 


335 3. WESTERN AVE. CHICAGO 172, ILL. 


Pear Spot Welders 
Reed Power Rolls 
Wysong Shears 





FLOAT VALVES for 


Evaporative Coolers, Poultry 
Troughs, etc 


Operates in 1” 
of water. 


DAN MOREY 
814 S. Rebertson 
les Angeles 35, Calif. 
SO SOFT RUBBER 
KNEE PROTECTORS 
EVERY ROOFER SHOULD 
HAVE A PAIR. 
PRICE $2.50. 
ORDER YOURS TODAY. 
JOHNSON 


PHONE: HAymerket 1-0900 LADDER SHOE CO. 


RAASER SALI " ae ener EAU CLAIRE, WIS. 
TOP FLIGHT REPRESENTATIVE ORGANIZATION — | 
ffering five man qualified es force, waret 3 J 


= a AIR 
7 SITUATION OPEN DISTRIBUTION 
WANTED — Shop Foreman general sheet metal 


wack acaba dies wall on IN 30 SECONDS 
N. Michigan Ave hicag — = SS 
safe - fast - posite AON 
17 BUSINESS OPPORTUNITY . SBR yay 
FOR SALE: Established general and specialty sheet e ow 2,3 = ; 
Re hg ee ge bog Pe |S lia ter tieotitine 
. West Coast of rida fast growing Metror ta | is " terature, prices and 
ea Ke 4 Amer rt N § MOKE CAN DLES discounts. Effective 
: rol of humidity is positively 


ontrec 
assured by installing Monmouth Humidifiers. Simple 
Write Today For Catalog installation and greater customer satisfaction mean 


17 NAMEPLATES q 
arger profits 
Pai sia Kilgore, Inc., Westerville, Ohio CLEVELAND HUMIDIFIER CO. 
NAMEPLATES, NUMBERED VALVE TAGS and Sprink- 7802 Wade Park Ave. Cleveland 3, Ohie 
er ans anufactured for tractor Free italog — = — 








Will be a year of great opportunity. 
Start out right by reserving ample space 
in our January 


DIRECTORY NUMBER» 


MONMOUTH 
HUMIDIFIERS 


Made in various 
capacities up to 
420,000 BTU 





A A 
higan e 








umple eton Nameplate ( New H 1 ' 


Palm Beach $ PROFITS PLUS 


NO CALL BACKS 
$ SIMPLE INSTRUCTIONS 


$ QUICK INSTALLATION 
$ GRAVITY COMFORT WITH FORCED AIR 


$ EVEN TEMPERATURES — FLOOR TO CEILING — 
ROOM TO ROOM 

$ LICKS LONG RUN — COLD ROOM — SPLIT LEVEL 
PROBLEMS 

$ REGULATES BLOWER SPEEDS IN DIRECT PROPORTION 
TO PLENUM TEMPERATURES 

$$$$$ NO RISK OFFER TO INTERESTED DEALERS $$$$$ 

SEND US YOUR CHECK FOR $37.50 

LET “PALM BEACH” PROVE ITSELF ON ANY JOB OR JOBS 

IF NOT CONVINCED SEND IT BACK UNDAMAGED 

WITHIN 60 DAYS AND GET YOUR MONEY BACK BY 


RETURN MAIL 
NATIONAL MODULATION CO. 2730 N. HY. 61 








m- $ $ $ WE 
EXPECTING AN ORDER? 


You'll get it quicker if your postal 
delivery zone number is on the order 
blank, return envelopes, letterheads 


The Post Office has divided 106 
cities into postal delivery zones to 
speed mail delivery. Be sure to in 
clude zone number when writing to 
these cities; be sure to include your 
zone number in your return address 

- after the city, before the state 


5 Year Guarantee 
ORDER TODAY 











ST. PAUL 9, MINN. 
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appears. Advertising which appears in 


other issues is marked with an asterisk. 
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.world’s largest and most 
modern register and grille plant 


m@ OVER 300,000 SQ. FT. OF FLOOR SPACE. 


™@ EQUIPPED WITH THE FINEST, HIGHLY SPECIALIZED 
EQUIPMENT AND AUTOMATED TO A REMARKABLE DEGREE. 


COMPLEMENTED BY A TESTING LABORATORY THAT INSURES 
ABSOLUTELY ACCURATE AND RELIABLE ENGINEERING DATA 
FOR EVERY ITEM IN THE LINE. 


ALL DEVOTED TO PROVIDING YOU WITH 

THE VERY BEST REGISTERS, GRILLES AND LARG, » 
od RE or, P 

DIFFUSERS FOR EACH AND EVERY TYPE OF 


INSTALLATION . . . AT COMPETITIVE PRICES. 


HART & COOLEY MANUFACTURING CO. 


500 EAST EIGHTH ST. © HOLLAND, MICHIGAN 
IN CANADA: HART & COOLEY MANUFACTURING CO., FORT ERIE, ONTARIO 








She has features you appreciate... 


You'll also appreciate the 


HEAVY CAST IRON MILLED 
SLOTTED-PORT BURNER 


"> @ One-piece burner cuts your service calls 


@ Adaptable for all types of gases 


@ Pilot and thermocouple bolted into correct position... controls pre-tested 


@ Quiet on the start and during operation 


Taw are no ribbon inserts to loosen with expansion and con- 
traction. It burns an efficient, short blue flame. The primary 
air may be set without tools. Yes, this burner is but one of 
30 Century advantages that reduce installation and service 
time ... assure better performance... please your customers. 


For example, every Century gas furnace comes completely set 
up and wired for operation in capacities from 80,000 to 160,000 
btu input. The heating element is edge welded and guaranteed 
for 10 years. Optional direct or belt-driven blowers are properly 
sized for summer cooling. There’s much more to tell about this 


all new gas heating line and its matched cooling units. Write 
today to: 


CENTURY ENGINEERING CORPORATION 
Cedar Rapids, lowa 


*@eeeoeeeeee7neeeneeee © 


You can count on 


Lentur 


HEATING -COOLING 


for comfort 
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